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BETTER LIGHT... 
BETTER MERCHANDISING 


Effective highlighting is one of 
modern merchandising’s greatest aids. 
Leader's new Square fixtures 

flood selling areas with abundant, 
non-glare light. Also, because these 
fixtures are so powerful, no additional 
units are needed for overall 
illumination. Steel channel, housing 
and side panels... 40° x 40° 
featherweight plastic louver. 

2’ x 2’,3’' x 3’, 6’ x 6’ and 8’ x 8’ 
sizes available as well as 4’ x 4’ 
size shown. 


be Series 
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A truly amazing light source... 
Economical to install... Pleasing in design 


These striking new units, for recessed, semi-recessed, surface or 

suspension mounting, furnish intensive light for selected areas, at the 
same time providing abundant overall illumination. The most popular size 
is four feet square, with choice of 4, 6, 8 or 10 lamps, either conventional 
40-watt or T-12 single pin Slimline. Larger size of fixture means 

fewer units to buy, to install, to service. Voluminous light output 
eliminates necessity for special fixtures for intensive lighting. 

Leader's Square units are ideal for department stores, offices, cafeterias, 
drafting rooms .. . or wherever the demand is for efficient, low cost, 

truly modern lighting. 


Sold and installed by the better 
electrical dealers and contractors 


Amwicat Ne/ Lighting Epuspmant Manufactun 





LEADER ELECTRIC COMPANY + 3500 N. KEDZIE AVENUE, CHICAGO 18, ILL. 
Leader Electric—Western: 800 One Hundredth Avenue, Oakland 3, California 
Campbell-Leader, Ltd.: Brantford, Ontario « Canada 





+. . USe ECONOMY FUSES 


and CONSERVE frccious Bass and Cather 


“ECONOMY DE-LAY” Renewable Fuses offer you 
the opportunity to conserve scarce Brass and 
Copper and at the same time make a real 
saving in the cost of your Fuse maintenance. 


After your first cost of an “ECONOMY DE-LAY” 
Renewable Fuse, you pay only a few pennies for 

an “ECONOMY DE-LAY” Renewal Link to restore the 
Fuse to its original efficiency after a “blow”. This 

is much cheaper in the long run than any other type 
of Fuse protection you can buy. 

The simplicity and unusually fine mechanical con. 
struction of “ECONOMY DE-LAY” Renewable Fuses and 
Renewal Links make replacement quick, easy and 


inexpensive. 

With a reputation for Pioneering and Constant 

Improvement, Economy has always made its Renew- 

able Fuses and Renewal Fuse Links to meet the max- 
imum of all requirements of “The Standard for Fuses”. 


Millions of ECONOMY Renewable Fuses have been in ser- 


vice for years, giving low-cost protection to electrical instal- 
lations. Keep a full stock of “ECONOMY DE-LAY” Renewable 


Fuses and Renewal Links on hand! 
Ask for the ECONOMY Catalog and Price List. 
© Reg. U. S. Pat. Office 


REPRESENTATIVES IN 
Es 


Your Electrical Wholesaler has “ECONOMY DE-LAY” Renewable Fuses 
ALL PRINCIPAL CITI 


and Renewal Links in stock. 


ELECTRICAL WHOLESALERS —This is one of a new series of advertisements in which we 


ECONOMY FUSE AND MFG.CO., 2717 creenview ave, cnicaso 14, LLino1s 
are telling your trade—“For FUSE ECONOMY—Use ECONOMY FUSES”. How’s your stock of 


"ECONOMY DE-LAY* Renewable Fuses ond Renewal Links? 
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CLARK type ‘cy’ ac maGnetic 
& MOTOR STARTERS 
<< with the 
NEW ARC QUENCHING PRINCIPLE 


_— aa — ee 














These rugged magnetic starters 
provide the extra protection and 
: dependable operation of ‘’Mill-Type” 
e No tools needed to inspect a heavy-duty construction and design. 
| contacts. Contacts, coils, and 

stationary magnet frame 
| easily removed. 


@ Melting alloy-type overload 
relays. 


Vertical lift clapper type | —le= o The CLARK Type"CY’’ Starters feature 
magnet adapted to straight , 4 the combined use of strong multi-turn 
line guided movement, uses = magnetic blowouts with twin-break 
no springs. 4° a ' contacts. 


The Type “CY” starters employ an 

entirely new principle of arc inter- 

ruption. The blow-out coils are con- 

centric with the contacts. The magnetic 

field quenches the arc either by 
lengthening or confining it. By forced rotation the arc moves 
continually from a hot to a cold spot— minimizing burning or 
pitting of contacts. The solid upper arc shield prevents the accumu- 
lation of hot gases between wiring terminals—minimizing phase- 
to-phase failures". 





All parts in the arc chamber are copper, brass and steel, 
thus preventing carbonization. Absence of carbon and soot 
means longer contact life and lower operating temperatures. 


Phantom View 
Showing 
Arc Shield 
*Magnetic blow-out coils are used on 
all size 2 and 3 Type “CY” starters. 
Mill-Type construction is used on sizes 
0 and 1. 
Complete Power Circuit 
of CLARK Type “CY” 
Starter, Size 2 


The CLARK line is the ideal line for Distributors. 


tHe CLARK CONTROLLER co. 


“y 
CG 
/NEERED ELECTRICAL CONTROL > 1142 EAST 152N° STREET, CLEVELAND 10, OHIO 
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RECORD VWlass Production! 


NEW eacce Pate! 


UNION 


Cushings! 


Mass production 

wins again! The 

new high in production of Union 

Conduit End Bushings now makes 

possible substantial savings in wiring with 
Insulated Bushings. 


Since Union's Insulated Bushings are now 
competitively priced with metallic bushings, 
the last barrier to the universal use of insu- 


lated conduit-end bushings has been removed. 


‘ Ss i Z E Ss Contractors can depend on Insulated bushings 
” ” 
/s to 6 for their extra protection and safety without 
the deterrent of higher bushing costs. 


In sizes 114" and up where strength counts, 
be sure you SEE THE CANVAS. Then you 
know that no substitution of a weaker material 


can be made. 


UNION INSULATING Co. 


PARKERSBURG, WEST VIRGINIA 
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Distributor stocks. 
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breaker mounting space is covered by 
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length is easily broken off. 





@"PLwuG-IN" BREAKERS are thermal- 








magnetic. Positive pressure jaws tight- 





ly gtip round bus bar 
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Thru Wholesalers 





ROYAL ELECTRIC COMPANY, Inc. PAWTUCKET, R. 


WIRE © CORD SETS * FUSES * WIRING DEVICES * DECORATIVE CHRISTMAS LIGHTING 
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Flexible lighting system that can be 
easily changed without rewiring 


Move or add lights 
anytime, anywhere with 
BullDog Universal Trol-E-Duct gs 


Duct sections are joined without tools, nuts or screws. Pre- 
fabricated and standardized in lengths from one to ten feet, 
they can be d led and reinstalled anytime, anywhere 
without scrapping a single part. 





To tap off power at any point along the slot, simply insert 
twist-out plug and give it a 90° turn. Plugs are grounded on 
steel casing before contacts touch bus bars; narrow-access slot 
protects operator. 


Trolley-type outlets are used where mobility is a prime requi- 
site—such as for small portable tools or for drop-cord lighting 
in stock bins and inspection areas, 
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Safe, simple, quick! Tap off power from totally enclosed bus bars of any point 
along the continuously slotted duct with handy trolleys or twist-out plugs. 
Universal Trol-E-Duct both supports ond supplies current to these fluorescent 
lighting fixtures. 


Meet changing conditions quickly, economically with this 
truly flexible lighting system. 


To move or add lights, simply pick the right spot and 
insert handy twist-out plug or trolley. Every inch of this 
money-saving 50-ampere duct system is a tap-off! Pre- 
fabricated and standardized in lengths from one to ten 
feet, it can be dismantled and moved to a new location 
without scrapping a single part. 


Call in your nearby BullDog Field Engineer for more 
information about this modern lighting system. He will 
be glad to show you an installation near your own plant. 
Or write BullDog direct for descriptive literature. 


BULLDOG ELECTRIC PRODUCTS COMPANY 
DETROIT 32, MICHIGAN — FIELD OFFICES IN ALL PRINCIPAL CITIES 
IN CANADA: BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD., TORONTO 


-&) BuLLDoG 


HEADQUARTERS FOR ELECTRICAL DISTRIBUTION 
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Sold Trnugh 


representatives in princip 


O [) 


AN Fe | 4 electric mig. C »: pany 
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IMPORTANT 
PROFITS! 


And a good way to 
build tape volume is 
to make Accurate 
your complete tape 
department. Three 
reliable tapes na- 
tionally advertised 
throughout the elec- 
trical industry. 
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ACCURATE RUBBER TAPE 
Features high elasticity, excellent cohe- 
sion, high dielectric and super aging 
qualities. Available in Standard and 
A.S.T.M.-A.A.R. grades. 


ACCURATE FRICTION TAPE 


High grade rubber carefully compounded with 
finest cotton base provides maximum mechan- 
ical protection for every wrap. Made in Stand- 
ard and A.S.T.M. grades. 


--.-no finer tapes at any price! 


For big wiring jobs or small, Accurate is the choice for positive 
tape protection. Both friction and rubber are strong, pliable, easy 
to apply. Accurate tapes make accurate wraps — pull tight and 
clean over irregular surfaces. When you order tape, mention 
Accurate by name. It’s the one sure way to complete tape satis- 
faction. For a complete guide to tape selection and tape buying, 
ask for the new Accurate Data Folder. Accurate Mfg. Company, 
Garfield, New Jersey — address inquiries to Dept. C. 





GET DOUBLE PROTECTION 


against the two major enemies of cable life... 


MOISTURE and HEAT 


WATERTITE-HAZAPRENE castes 


Watertite insulation and Hazaprene sheath are now teamed 
up in one cable to give you a simple, sure answer to the 
bulk of your electrical circuit requirements. 

What's so good about Watertite insulation? It has a service 
record that goes back 20 years. Millions of feet of Watertite 
rubber-insulated cables have been buried underground or 
installed under water. These non-leaded cables continue to 
deliver safe, trouble-free service. Watertite insulation is 
compounded especially for maximum moisture and heat re- 
sistance at no sacrifice of electrical and physical properties. 
What's so good about a Hazaprene ZBF Sheath? Ask a 
mining engineer who’s responsible for safe, trouble-free 
electrical circuits despite the tough operating conditions 
he’s up against. The Hazaprene ZBF Sheath was originally 
developed by Hazard to bring a new high standard of 


performance to mining cables. It’s proved in service to 
have the highest resistance to oil, acids, chemicals, moisture, 
weather-exposure and mechanical abuse. And Hazaprene 
is flame-resistant — more than meets federal and state mine 
safety requirements as well as those of the National 
Electrical Code. 


Permanently bonded together, the Watertite insulation and 
Hazaprene Sheath form one solid wall of protection against 
heat and moisture. It will well repay you to investigate 
the advantages of Watertite-Hazaprene Cables for your cir- 
cuit requirements. A complete range of sizes up to 2,000,000 
CM and for service up to 5000 volts meets most needs. Get 
the whole story from your Hazard representative, or write 
today to the Hazard Insulated Wire Works, Division of 
The Okonite Company, Wilkes-Barre, Pa. 
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the Murray 12” 
Circuit Protector 


with 














Standard pockage—lG006G—Surface or Flush. Four 15 
Amp. plus two 20 Amp. breakers with provision for six ad- 


ditional breakers. Six pairs of handle extensions supplied. 


iF YOU WANT TO INSTALL THE BEST 


® ... specify Wuwviay 


All Circuit Protectors ore 
single phase, 3 wire, 125- 
250 Voits AC, insulated 
groundable nevtral 


A trim, compact 12 

Circuit Load Center 

has been added to the 
Murray Line. All Murray Circuit Protec- 
tors are suitable for use as service 
equipment. 
No main switch is required ahead 
of the ‘'12"' and *'8"" Circuit Protectors, 
providing the number of operating 
handles is limited to six by the use of 
handle extensions. (National Electrical 
Code, Par. 2351) Adjacent breakers in 
positions of opposite polarity, when 
equipped with handle extensions, give 
two pole (independent trip) operation 


Write today for the 
brand new Murray 
Catalog describing this 
and other dependable 


Murray products 


MURRAY MANUFACTURING CORPORATION 


1250 Atlantic Avenue * Brooklyn 16, New York 
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1946 | 1947 Square Feet 





ROME PLANT 


~ 


en one Cake Lent Drowth 


Original Rod Rolling, Bare Wire, 
Weatherproof and Rubber Mills 


Shipping Department and 
Magnet Wire Mill 


1936 
1939 


1942 
1945 
1946 


1947 


Executive Offices 
New Boiler House 


New Rubber Mill, Research Laboratories, 
Cafeteria, Medical Department 


New Bare Wire Mill 
Steel Tubing Mill 


1949 
1950 sneer 


1 9 51 New Plant for Military Production 
{under construction) 





TORRANCE PLANT 


FROM BAR TO FINISHED WIRE ...FROM SHEET TO FINISHED TUBE 


In the manufacture of wires and cables, as well as steel conduit, 
control of Rome Cable quality is a step by step process. Starting 
with basic forms. . . copper wire bars and sheet steel. . . Rome 
Cable produc's are manufactured entirely within its own 
plants. Equipment of the latest design, capable research and 
engineering, plus rigid inspection assure you of uniformly high 
quality. 

Rome Cable offers, also a personalized service ... based upon 
intimate contact between buyer and seller. Strategically located 


12 


sales offices and warehouses across the nation bring Rome 
Cable as close to you as your telephone. In this period of de- 
fense priority, material shortages cre acute and delivery re- 
quirements cannot always be met. You can depend, however, 
upon Rome Cable doing its best and when it cannot, honestly 
saying so. 

Write today for your complimentary copy of the attractively 
bound book, “The Story of Rome Cable Corporation,” and learn 
more about Rome Cable's facilities. 
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Fifteen years ago this July, we made our first shipment of wires and 
cables to the electrical industry. Your ready acceptance of Rome Cable 
products since that time has more than justified our confidence in that 
first shipment. 

Today, electrical power surges through Rome wires and cables of 
many types, in many places... powering vital industry, lighting cities, 
safeguarding life, bringing convenience and comfort to homes through- 
out the land. 

Burrowing deep for vital minerals, carrying heavy power loads from 
city to city, turning the wheels of the nation’s industry . . . Rome wires 
and cables are unfailingly at work. 

When the farmer flips his barn switch for that 4 A.M. milking... when 
a hundred and one electrical conveniences are called into use... 
Rome wires and cables are at work. 

When television gives you a ringside seat, when an electric mixer 
whips up a cool summer drink . . . or, a neon sign steers you toward a 
highway hamburger . . .Rome wires and cables are at work. 

Yes, even when a telephone voice directs an artillery barrage into 
Korean hills . . . the vital thread of communication may well be a Rome 
product. For, today Rome Cable is, again, producing for defense. 

So, for fifteen years Rome Cable has steadily grown in meeting your 
ever-increasing needs. Rome research and engineering have designed 
better cables, have maintained dependable, high quality . .. to give you 
of the electrical industry only the best. 


At this milestone in our progress, we, again, dedicate our future to ever 


higher quality of product and the desire to serve you who have made 


these years count. 


ELECTRICAL CONDUCTORS AND STEEL CONDUIT 
OF BETTER QUALITY 


ROME CABLE ) 
It Costs Less To Buy the Best Corporation by ~> 


ROME * NEW YORK a 


TORRANCE + CALIFORNIA 
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ANOTHER TALKING POINT IS THE 
BREAKER—Trumbull’s new NLTQ 
Panelboard introduces the first plug- 
n circuit breaker with quick-make, 
quick-break operation, Other fea- 
tures: both thermal and magnetic 
protection trip tree pressure- 
type. silver-plated copper plug-in con- 
tacts ill ratings physically inter- 
changeable. Adjacent breakers are on 
ilternate phases — assuring balanced 
loads and circuits 


a 
Atay 


New insulating material 


MAKES PANELBOARD SALES! 


if this panelboard interior is made of Plastisol... the first time 


ilastic material has been used for this purpose 


me reasons for your recommending Trumbull’s new NLTQ Pan 


h thermal conductivity and is an excellent radiator of 


heat. Copper | bars encased in Plastisol run 10° cooler than in open air! 
| I 


SALES POINTS THAT OUT-SELL OTHER INSULATION 


Other Plastisol advantages making it superior to all other types of insulation 
for this purpose include its ability to resist as id and alkali. high temperatures 


not harmed at 212 F). tracking and carbonizing. It will not shrink or become 


brittle. even at minus 30 | a 
YOUR CUSTOMERS WILL LIKE QUICK 
INSTALLATION ~— Interior is mounted 


in box by compression springs... 


lrumbull’s Plastisol base is Underwriters’ Laboratories, Inc approved and 
endorsed by the Electrical Council 


which permit easy release for removal. 


Springs also permit lining up fronts 


regardless of uneven box installation 
T o U MA R U L L b L EF C | be i C Trumbull NLTO panelboards with lug 
or circuit breaker mains come in ca- 
pacities up to 225 amperes in a range 
, circuits. Write for Bulletin 
DEPARTMENT OF GENERAL ELECTRIC COMPANY 
PLAINVILLE, CONN. 





> Ba 
hak! 


wv THOSE BIRDS in the bush 


are worth hunting too 


There are NEW prospects 
everywhere for T & B fittings 


That old saying about a “bird in the hand” is 
only half true today. With procurement sub- 
contracts spreading out all over, it’s smart to 
flush out the new birds in the bushes too. 
How? Well, keep an eye on the newspapers 
and Chamber of Commerce reports. Every 
day, you’ll see items like this. “Steel Drum 
Maker Gets Order for Aircraft Components” ; 
“Furniture Company Making Fire Control 
Equipment.” Back of every story like that, 
there’s a prospect for you! 


HELP THEM... SELL THEM 


YOU can give these new people the help they 
need—and sell them the supplies they want. 

‘rt & B is backing you up by designing and 
pushing new fittings for new requirements, 
Like Self-Insulated Sta-Kon* Terminals— 
the best thing yet for preventing short cir- 
cuits in cramped quarters and severe service. 
New prospects and new fittings will add up to 
new sales! 


*patented 





REDDY’S out helping you “Bird-Dog” for Prospects 


with this powerful program on T & B Self-Insulated Sta-Kons 


HARD-HITTING ADS—Full pages in two 
colors, appearing every month in the publi- 
cations your customers and prospects are 
reading. 

DIRECT MAIL—Sales letters, product 


Of course, tt wh 





» campaign stresses the fact that Self-Insulated Sta-Kon 


folders, data sheets to the people you want 
to reach—opening the door for you when 
you call. 

PUBLICITY — Lots of it, to supplement 
and strengthen the story the ads are telling. 


Terr als—tike all T & B fittings 


ed, under the T & B Pian, 100 through the T & B distributo and we meon, 100% exclusively! 





Call your local T & B representative for full details on this T & B promotion. Ask him, too, 
about the services of our Field Design Engineers on special requirements. 


THE THOMAS & BETTS CO. 


INCORPORATED 
20 Butler Street 


THERE'S A 


line of fittings 
for all 
conductors and 
raceways. 
ORIGINATORS 
OF SELF-INSULATED 
SOLDERLESS 





Elizabeth 1, New Jersey 
MANUFACTURERS OF ELECTRICAL FITTINGS SINCE 1898 


}  TERMIWALS Tw 1995 
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PAT APPLO. FOR 


a 
The Entirely New Connectors For 


Armored and Non-Metallic Cable 
That You Just Snap Into Place! 


SNAPX is the new cable connector that is installed without 
tools. There are no nuts or screws to tighten. Just compress, 
snap it in place and it’s set. 


To try it is to buy it. See how easy SNAPX is to use! Write 
today for your free sample, giving the name and address of 
your electrical wholesaler. 





COMPRESS spring clip that holds 
cable. 














SNAP IN to box knockout and the 
cable is set — the job done! 


—ee— Bie 


SnopX Fittings for 2-12 and 3-12, 2-14 and 3-14 
ormored, and 3-12 and 3-14 non-metallic cable GALVA, * HLLINOTUS 
carry the underwriters seal of approval. 
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EM OUT 


\CK ©" PLUG ’EM IN 


a Assemble units to panel by “plugging in”. 
yi Select Multi-Breaker units required by job. 


Make up the Cutler-Hammer Type NMO 
MULTI-BREAKER “Plug-In” 


BREAKERPANELS 


ADE MA 


ox ta fob. for ta fob 


also, 40 and 50 ampere double- 
pole branch circuits. Multi-Breaker 
units are of the thermal-magnetic 


No matter what the job calls for cuits; 
when you get there, you are all set 


when you have a Cutler-Hammer 


Type N MO Breakerpanel. No matter 
what circuit load changes may be 
required if you are called back later 
on, you are ready if you have in- 
stalled a Cutler-Hammer Type NMO 
Breakerpanel. For you make up these 
distribution centers with the Multi- 
Breaker Plug-Ins right on the job for 
the job. No guesswork. No mistakes. 
The Multi-Breaker units you select 
to serve your circuits just plug into 
place. Where you want a 15 ampere 
breaker, you plug in a unit contain- 
ing the exact number of 15 ampere 
single pole breakers required up to 
four. These units are available in 29 
different circuit combinations making 
it possible to obtain the exact quan- 
tity and rating of branch circuits 
with a minimum of effort. 
Cutler-Hammer Type NMO 
“Plug-In” Breakerpanels are now 
offered in sizes with from 8 to 42 
single pole branch circuits in incre- 
ments of 2. They are available in 
0/240 Volts a.c., with 50, 100 and 
200 ampere mains (lugs or circuit 
breaker) with 15, 20 and 30 ampere 
single and double-pole branch cir- 
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type that provide a lag on harmless 
overloads but instant trip on shorts. 
Wiring these Type NMO Multi- 
Breaker units is also a cinch. You can 
wire them right in your hands before 
you plug them in...or you can 
simply swing them out for wiring as 
shown, using one of the positive- 
pressure contact jaws turning on the 
silvered bus bar as a hinge. And 
despite the small size of these 
Breakerpanels that better utilize wall 
and column space, you get much 
more gutter space (5'%" in the 15” 
box) with more circuits. The narrow 
column type actually has doudle the 
number of circuits previously avail- 
able in cabinets of similar height. 
Beyond any doubt, this is the finest 
protection, the easiest to install, the 
most flexible, the most compact, and 
the most modern it is possible to ob- 
tain where a large number of branch 
circuits must be served, asin commer- 
cial and industrial buildings, hotels, 
schools, hospitals, large homes, etc. 
CUTLER-HAMMER, Inc., 
St. Paul Avenue, 
Wisconsin. 
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Milwaukee 1, 
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ae 


SALES 


OPPORTUNITIES 


Use this check list in your calls on customers and 


prospects to discover the many opportunities that 
exist to sell transformers. In manufacturing plants, 
service shops, commercial establishments, wherever 
incoming voltage supply must be reduced, increased 
or regulated there exists a prospect and a sale for 
Acme Electric transformers. 


Investigate these sales opportunities and profit by 
selling Acme Electric transformers. 





AIR 
COOLED 


Industrial type in 

sizes from 1/10 

KVA to 167 KVA, 

Primary voltages of 

240/480/600 and 

2400 volts. Supplied 

in Class A and Class B insulation designs. 
For indoor and outdoor installations. Write 
for Bulletin. 


v 


STEP 
DOWN 


Designed to permit operation of standard 
115 volt, 50/60 cycle electrical equipment 
or appliances from a 200/240 volt source 
of supply. Available in sizes from 85 to 
2000 watts. 


4 


VOLTAGE 
ADJUSTOR 


For the manual regulation of 

a high or low voltage condition to the normal 
voltage required by the electrically operated 
equipment. Available in sizes from 150 Watts 
to 10 KVA. Write for Bulletin VA 180. 








VOLTAGE STABILIZER 


An automatic voltage stabilizer to maintain 
@ constant potential at all times. Practically 
instant resp to voltage fluctuation. 
No moving parts—no adjustments. Quiet 
in operation, Engineered for dependable 
performance. 





v 


FLUORESCENT 
LAMP BALLASTS 


For standard, quick-start, slim-line and cold 
cathode tubes. Made to provide high per- 
formance, quiet, long life service. Write for 
Bulletin FL 179. 


v 


BREAK- 
DOWN 
TESTER 


A compact, 
portable tes- 
ter. Manually 
adjusted sec- 
ondary provides voltages of 500/1000/1250/ 
1500/1750/ 2000/2500 volts. Any questionable 
circuit or windings can be tested at U.L. require- 
ments of double rated voltage, plus 1000. 100% 
leakage reactance type unit, permits moment- 
ary short circuits without burn-out or damage. 





y/ SIGNALLING 
& CHIME 
TRANSFORMERS 


For application where 

avoltage of 4-8-12-16- 

20 or 24 volts is re- 

quired an Acme Sign- 

alling or Chime Trans- 

former may be used 

for operating bells, 

gongs, horns, sirens, annunciators, relays or 
control systems, Chime transformers are 7 
VA to 16 volt secondary. Signalling trans- 
formers from 50 to 750 VA. 


"4 


OIL 
BURNER 
IGNITION 


Heavy duty design for dependable perform- 
ance. Available in a variety of mounting 
designs to meet most installations. 








VOLTROL 


A specialty product, useful in laboratories 
or wherever electrical equipment is designed, 
tested, or produced. Provides a stepless 
control of voltage from O to 135 volts. Built 
in portable and panel board mounting types. 





ACME ELECTRIC CORPORATION 


677 WATER ST. 


CUBA, NEW YORK 
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Highest quality in the lowest 
price range. 


2 Good profit margin. 


Ss Few sizes to stock—6 lugs 
cover a wire range from No. 
14 to 1000 MCM. 


Outstanding sales features — 
easier to sell. 


& Backed by national advertis- 
ing and promotion. 


Jasper Blackburn Corporation Mail Coupon for Sample and Full Details’ 


: ° Send i wth. é " 
Builders of Quality Products. for 15 Years eet ne RAEN Sheng 
35 MADISON ST. $1. LOUIS 6, MO, 

Vhone CEntral 3007 





Your Nome 





Company 


1 
1 
Wire Size | 
| 
| 
! 


City & State — = 


Mail to Jasper Blackburn Corporation ¢ 35 Madison St. © St. Louis 6, Mo. 9 
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CHAMPION 
8" a 


>fitable rep 


means business! 
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Sold only 
through wholesalers 


PIPE COUPLINGS - ‘PIPE J 


, ‘RUnNING THREAD e”. 
sabes oe da 
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FITTINGS -- 


for defense 


Are you getting your share of this 
business? Electrical Wholesalers are 
supplying defense needs now. 
CONDUIT of COLUMBUS fittings, in 
large tonnages, are being supplied 
the ship building and repair industry 
by jobbers who solicit this timely and 


profitable business. 


We are prepared to expedite 


Priority orders. 


>. 
Gee’ 


s 
ww 
cy 


Look for this lane: 
when you buy fit- 
tings. It is your 
gvarantee of uni- 
form quality. 








We tree em- 
You get ém! 


Yes, here’s your chance to build your business and strengthen 
America and America’s defenses. 


’ 
Anaconda’s highly successful “Power p—And Be Prepared” 
national campaign aimed at American fat ste is convincing 
industrial leaders that they must revamp and modernize 
obsolete and inefficient plant wiring systems. Join in 

making “Power Up—And Be Prepared” your own promotion 

to prepare industry for its vital job ahead. 


Here’s what you can do. Tell your customers about the Contractor 
Sales Kit. (Your nearby Anaconda representative has it.) This 
potent selling aid—which includes booklets, letters, direct 

mail pieces—will help them successfully, promote modern wiring 


to industry. Urge them to start at once. Promote “Power Up— 
And Be Prepared” to your contractors—and promote your own business. 


Start contacting your customers now. Industry must be equipped 
with up-to-date wiring to handle full production. Help Industry 
accomplish it. Anaconda Wire & Cable Company, 25 Broadway, 


New York 4, New York. 
the right cable for the job 


ANACONDA 


WIRE AND CABLE 


270 M 
POWER UP 
and be 
prepared! 
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Protecting American Industry 


Coliectively, the salesmen of the wholesale distrib- 
utor of electrical goods, are calling on practically every 
industrial concern, large and small throughout the 
nation. They are familiar with the electrical equip- 
ment, the plant set-up and some of the production prob- 
lems of the companies which they visit, and stand ready 
to recommend the proper selection, arrangement, use 
and maintenance of the electrical equipment. 

We believe that the electrical wholesale supply sales- 
man can and must play a leading role in the program 
to prevent accidents in America’s industrial plants. 

The proper selection, use and maintenance of all 
equipment for improving safety conditions in America’s 
industrial plants is a lesson fairly well learned by most 
major companies according to the National Safety 
Council. It is among the smaller businesses—those with 
fewer than 100 workers—that two-thirds of all indus- 
trial accidents occur. There is, however, an urgent need 
for a continuous effort in support of accident preven- 
tion, particularly at this time, when American industry 
is expanding and enlarging its facilities and construct- 
ing new plants in order to meet defense requirements. 

Although it is encouraging to note that the final sta- 
tistics reported 1950 as a safer year than 1949 for 
American workers, there is still much to be done to 
reduce both the frequency and severity of accidents. Of 
the 40 basic industry classifications surveyed by the 
National Safety Council only 29 actually reduced their 
frequency percentages and only 23 reduced severity 
rates. 

The salesman who has carefully schooled himself on 
all the various safety features of the electrical equip 
ment he sells and has conscientiously studied the in 
dustrial concerns which he visits to ascertain where 
the electrical equipment may be improved is in a posi 
tion to reward himself and his supply firm with bigger 
sales and at the same time do a constructive job fur- 
thering the program of providing safer working condi 
tions in American industries. 


* 
The Next Six Months 


The first six months of 1951 are now history and the 
time is here for a close look at what might be expected 
during the remainder of a year which will certainly be 
filed in the archives of business under the title, “Un 
certain Years.” 

It would be difficult, indeed almost impossible, to 
make a prognostication of what may develop in the 
next six months without becoming hopelessly lost in 


ioe we 


a sea of “ifs. 
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The uncertainties of the past months do not, now- 
ever, preclude us from recording here certain general 
observations which we believe will prove helpful in 
your selling efforts during the latter part of 1951. 

MOBILIZATION— Measured in terms of finished 
goods, the defense program has only recently shown 
signs of picking up speed. Until now, the program has 
been largely one of planning, expanding facilities and 
tooling-up. 

Expenditures have been increasing steadily since 
last fall and only recently have reached an annual rate 
of $31 billion. But when the full impact of the mobil- 
ization program is felt, defense expenditures are ex- 
pected to reach $50-60 billion a year. 

And, in case you are one of those few, still con- 
cerned about your inventory, it should be noted that 
as the defense production gains more and more mo- 
mentum, civilian production must drop. 


HOUSING— Residential construction simply re- 
fuses to give up and is rolling along heedless of the 
fact that it was supposed to experience a sharp decline 
about April of this year. New housing started in May 
advanced ten per cent over April and numbered 97,000 
units. Builders have been able to maintain an average 
of 89,000 starts a month so far this year and, because 
of the record pace during the early months, have a 
better than even chance of exceeding the government's 
estimate of 850,000 starts in 1951. 

INDUSTRIAL EXPANSION— Certificates of ne 
cessity with which the government hopes to expedite 
industrial expansion for the mobilization effort are be 
ginning to mount up rapidly, The certificates authorize 
the holders to deduct from taxable income from 40 
to 100 per cent of the cost of the facilities during the 
next five-year period. The normal period for amortiza- 
tion of facilities allowed by the Bureau of Internal 
Revenue for tax purposes is 20 to 25 years. 

As of June 26, a total of 2132 certificates represent- 
ing $7,337 million have been issued by DPA. 

\t the start of 1951 government experts predicted 
that industry would spend about $23 billion in ex 
panding plants and facilities. Now at the mid-point 
of the year, the estimates are being raised to $25 
billion and may even go higher. 


Reagee 


EXECUTIVE EDITOR 
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ror PERFORMANCE aio PROFIT 


lackhawk 


ndustries 
STEEL CLAD WIRE HOLDERS 


Designed for FASTER INSTALLATION 
FASTER JOB O.K.’S 


FASTER TURNOVER 


BLACKHAWK No. 3626, Heavy steel base and 
supporting strap with No. 22 square shoulder 
screw. Cannot slip or turn when screwed into 
wall or pole. All parts hot dip galvanized. 274” 
base supports insulator, relieves tension on 
screw when wire is pulling at an angle. High 
quality porcelain insulator has compression 
strain only. Smooth, rounded surfaces protect 
wire insulation. 1” hole. REA approved. 2!” 
screw length. No. 3626-3 has 3” screw. 


BLACKHAWK No. 3627, This top quali- 


ty porcelain insulator is reinforced with a heavy 
gauge steel yoke and held together with a solid 
steel pin. Porcelain has compression strain only. 
No. 22 sharp point screw has square shoulder 
swaged to the harness and cannot slip. Harness 
is hot dip galvanized. Average vertical pull test 
2250 Ibs. Average 45° angle pull test 1875 Ibs. 
2'” screw length. No. 3627-3 has 3” screw. 


Immediate Delivery from Stock to Electrical Wholesalers Only 
Write for Free Catalog 


BLACKHAWK INDUSTRIES Dubuque, ltowa 


oni 





Connectors @ Wire Holders @ Fluorescent Brackets 


no Entrance Cable Fittings @ Conduit Entrance Caps 
Sill Plates @ Locknuts and Bushings @ Yard Lights 


a [asestries Box Supports @ Cable and Conduit Straps @ Staples 
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WE'RE ADVERTISING TODAY 
FOR TOMORROW'S BUSINESS 


Ads like these take no vacation! Even dur- 
ing these days of short supply they work to 
build easier, quicker Central Conduit soles 
for you in the future 











You can bend length after length of Central Conduit, 
and depend on its uniformity of physical structure necessary for quality 
bending. Bends are smooth, strong, easy to make. 


All 4 types of Central Conduit are distributed by leading supply houses 

“Cenlaco”, hot-dipped inside and out... “Central White”, electro- 
galvanized outside, black enameled inside . . . “Central Black”, black 
enameled inside and out... and “Central EMT”, the tough, lightweight 
steel conduit that's electrogalvanized outside, clear enameled inside. 


All 4 types of Central Conduit are approved by Underwriters’ Laborator- 
ies and the National Electrical Code, are products of our 111 years of 
tubular production experience. 


Your supply house may be short of Central Conduit in the size and finish 


you require, but he'l, do his best to supply you as promptly as possible, 
in spite of today's great demand. 


SPANG-CHALFANT 


Division of The National Supply Company 
GENERAL SALES OFFICE: Grant Bidg., Pittsburgh, Pa. 
District Offices and Sales Representatives in Principal Cities 











Designed for Safe, Reliable Opera- QuelArc 


circuit breaking 


tion and Protection of Portable and type plug. 


Stationary Electrical Equipment, in- | 
doors and outdoors, under the most severe operating conditions 


H LONGER SERVICE LIFE AND LOWER MAINTENANCE COSTS jnsured af» 
v 4 ¥ 

PYLE QuelArc plugs, used 
aA SeEEP o - ADrDOATAD .- . : . vith this equipment, are 
MPLETE SAFETY FOR THE OPERA ‘is provided by safety circuit “il known " industrially, 
grounding and the interlocking of door and plug receptacle with a quick make =‘ theit unique partitioned 


construction. Long insulat- 
and break switch mechanism. ing surfaces from pole to 


pole, and from poles to 

P _ ground provide for excep- 

Consult your Pylet Catalog, Bulletin 1150 for complete listings. snccie ats baits aad 
long service life. 


THE PYLE-NATIONAL COMPANY 


1352 NORTH KOSTNER AVENUE, CHICAGO 51, ILLINOIS 


District Offices and Representatives in Principal Cities of the United States 
SINCE 1897 Export Department: International Railways Supply Co., 30 Church St., New York. 
Canadian Agent: The Holden Co., Ltd., Montreal 


PLUGS AND RECEPTACLES » FLOODLIGHTS » TURBO-GENERATORS © GYRALITES ¢ CONDUIT FITTINGS » MULTI-VENT AIR DISTRIBUTION 


by heavy, rust-resisting cast metal construction and rain-tight gasket seals. 
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LEGTRIGCAL 


WES ALIN 


THE NATIONAL MAGAZINE OF ELECTRICAL WHOLESALE DISTRIBUTION 
AM Grow -Hill Publication 





se RRS ye 


The position of these monthly index indicators is determined 
by tabulation of hundreds of reports from an identical group 
of wholesale distributors, located throughout the U. S. who 
furnish reports regularly. The figures are compiled for Eec- 
TRICAL WHOLESALING by the Bureau of the Census of the U. S 
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Electrical Wholesale 
Distribution 
For the Month of April 1951 


SALES April sales of electrical goods wholesalers, 
all classes of houses combined, dropped 17 per cent 
below the previous month, but indicated a gain of 22 
per cent over April sales a year ago. 

By class of house, April sales of full-line wholesalers 
declined 14 per cent under the previous month; wiring 
supplies and construction materials distributors showed 
a decrease of 9 per cent; and appliances and specialties 
wholesalers indicated a 32 per cent drop. 

Compared with the same month one year ago, full- 
line wholesalers reported a gain of 31 per cent; wiring 
supplies and construction materials distributors a gain 
of 46 per cent; and appliances and specialties whole- 
salers a decrease of 14 per cent. 

Total sales during April of all electrical goods whole- 
salers were estimated at $494 million, a drop of $100 
million below March, but $87 million more than April 
1950. 


INVENTORIESAt the end of April, inventories 


(valued at cost) were reported to have increased 16 
per cent above the previous month (index: 702). 

All classes of houses reported increases in inventories 
for April 1951. Inventories of full-line wholesalers were 
up 17 per cent over March; wiring supplies and con- 
struction materials distributors increased 6 per cent; 
and appliances and specialties wholesalers advanced 
11 per cent. 

However, compared with the same month one year 
ago, all classes reported much larger increases. Full- 
line wholesalers reported a gain of 60 per cent; wiring 
supplies and construction materials distributors showed 
an increase of 47 per cent; and appliances and special 
ties wholesalers registered a gain of 64 per cent. 

In terms of days’ supply of inventory at current 
rate of sales, April inventories represented approxi- 
mately 64 days’ business, 14 days’ supply more than 
reported for the same month a year ago. 


Department of Commerce. The National and regional analyses 
which follow include the reports from a much larger but 
less regularly reporting group, and the pe rcentages arrived at 
do not always check exactly with the index position 

The Editor 





What's the most profitable | 
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electrical wire line for you? 


PROBABLY the most profitable electrical wire Roebling puts extras into that cable. It’s the best 
line for you is the one that gives customers and buy in its class. And so with the whole Roebling 
users the most for their money. line ... every item is designed specially for its pur- 
That's where the Roebling line of wires and pose... gives fullest value to the buyer. 
cables is really on the beam. As one example, dis- Today the national rearmament program is tak- 
tributors who sell Roebling Mine Locomotive ing a large share of Roebling’s wire and cable 
Cable are supplying a product that stands up production, but distributors can count on our giv- 
superlatively under the toughest conditions. ing all possible cooperation. 





} 
| 


INUIT 


NN 


ROEBLING MANUFACTURES a complete line of wires 
and cables, a type for every transmission, distribution 
and service requirement. Many of these products are 
specially designed to bring new measures of life and 
savings under their particular service conditions. 
Technical assistance of Roebling engineers is always 
available. 











YOU CAN ALWAYS COUNT ON Roebling advertis- 
ing to keep your customers and prospects posted on the 
extra service life and economy of its wires and cables. 
Full pages in color carry the Roebling story in trade 
papers... business owners and executives read special 
Roebling advertisements in general periodicals. 


IMPORTANTLY to sales effort and volume, Roebling 
undertakes to maintain price schedules that enable dis- 
tributors to meet competitive markets and to make 
the profit to which they are entitled. Right prices, 
together with the plus values that Roebling puts into 
its wires and cables, are a combination that sparks 
turnover and captures business. 


LIN 


SS ee TRENTON 2, NEW JERSEY * Atlanta, 934 Avon Ave * Boston, 51 Sleeper St & 5 Pittsburg St * Chicago, 
innati, 3253 Fredonia Ave * Cleveland, 701 St. Clair Ave, N.E. * Denver, 4801 Jackson St * Detroit, rh a Fisher 
Suliding * Houst tents N ion Blvd * Los Angel 216 $. do St & 120 So. Hewitt St * New York, 19 Rector St * Odessa, Texas, 
1920 E. 2nd St * Patadeighin. 230 Vine St * San Francisco, 1740 17th St * Seattie, 900 Ist Ave, S. * $#. Lewis, 3001-3015 Delmar Bivd * 
Tulsa, 321 N. Cheyenne St * Export Scles Office, Trenton, N. J. 
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Electrical Wholesale Distribution 





REGIONAL ANALYSIS 


and with all classes of houses com 


declines below the previous month 


GI INS, 
d, sales 


B° pe 
were repo 


in the East North Central area to 24 per cent in the 


y division ranging from 12 per cet 


rted in ever | 


Kast South regior 


Cumulative figures for the 
iary-April 
pril, 
period in 


first four months (Jan 
mpared with the corresponding 
ed substantial gains in all regions 
On a comparative basis with April 1950, an 
nt was reported. The largest gain, 
the East North Central 


reporte d by 


over-all 
increase of 
39 per cent, was reported by 


The only dec ne, 2 per cent, was 


region 
the East South Central area 


Inventories on a regional basis conformed to the 


average with the largest yain, 19 per cent, 
reported by three areas—-New England, East 

West South Central. The Pacific regi 
registered the smallest increase—10 per cent. 


national 
South 


Central and on 


APRIL, 1951 


Figures in this table apply to the geographic divisions 
as outlined and numbered in white on map above. 





SALES INVENTORIES 
April 1951 April 1951 
Compared in % with Trading (Compared in % with 
Mar. Apr. Region Mar. Apr. 
1951 1950 (See Map) 1951 
23 +19 119 
19 +1] 118 
12 1-39 142 
+23 L16 
118 16 
2 119 
119 119 
129 116 
+30 | +10 


WCONAUISWN — 














ES COMPRISING GEOGRAPHIC DIVISIONS: RE 
Hamp., Vt., Mass., R. I., Conn.; REGION 

n.; Region 3—Ohio, Ind., Ill, Mich., Wis. : 

Iowa, M N. Dak., S. Dak., Nebr., Kans. : 


Va., W. Va., N.C., S.C., 
Fla.; REGION 6—Ky., Tenn., Ala., Miss.; REGION 7 
La. Okla., Tex.; Region 8—Mont., Idaho, Wyo., 
N. Mex., Ariz, Utah, Nev.; REGION 9—Wash., Ore., 


REGION 5—Del., Md., D. of C., 
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ats 


give you PROTECTION where flammable 
atmospheres are present or likely to be present 


... because every explosion-proof CONDULET ... 
€} Withstands the force of an internal explosion 





(2) Has flametight joints 


HOT GAS IS 
COOLED IN 
PASSING 


Sectional View of Flat Joint 


@ Operates at a 
safe temperature 


LARGE 
RADIATING 
SURFACE— ___-~~ 


te ~— 
re 


All Crouse-Hinds explosion-proof electrical equipment is 


built to exceed Underwriters’ Laboratories requirements. 
Thousands of explosion-proof and dust-tight CONDULETS are listed in Crouse-Hinds CONDULET Catalog. 


CROUSE-HINDS COMPANY “CONDULETS 
Syracuse 1, N. Y. are made only by 
~ See eee CAUSE MDS 


* TRAFFIC SIGNALS - AIRPORT LIGHTING - FLOODLIGHTS 
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Sell Good Light- 


The use of light to hold night-prowling marauders at 
bay dates back to man’s earliest days. Appleton Flood- 
lights give industrial plants and personnel this same 
time-tested protection in its most modern, most effec- 
tive form. These big, rugged fixtures are expressly 
designed to guard industrial properties while providing 
the good light necessary for ideal working conditions. 

For example, a series of Appleton Elipso Standlites— 
properly spaced along a fence-line or mounted on build- 
ings—forms a veritable barrier of light. This is only 


the complete Appleton Floodlight line—a line that Paracas es 


includes a sound, scientific answer to every known industrial properties. 
Mounts on pole or wall. 


Yi 
one of the many expertly designed fixture models from aweo stamune~ * 
war 


floodlighting problem. 
For fixtures that meet every indus- 
trial requirement—including haz- 


ardous locations—whether indoors A oa ge. L & T @ ] N 


or out, contact Appleton, pace- 
Setting manufacturer of Electrical 


equipment for nearly half a century, i FI a 0 d li ig hts 


SPORTO—For high intensity illumina- 
tion over large areas. Weatherproof 


hood allows for complete vertical or i 
lateral positioning. | = DIFFUSO FLOODLIGHT—For even 
Pole, bracket or i > illumination of service stations, 
crossarm mounting ust athletic fields, parking lots, 
etc. Pole, bracket or 
crossarm mounting. 


geal Sold Through Electrical Wholesalers 


APPLETON ELECTRIC COMPANY 


1734 WELLINGTON AVENUE CHICAGO 13, ILLINOIS 
Branch Offices: NEW YORK, 50 Church St. DETROIT, 3049 E. me Bivd.* CLEVELAND, 1836 Euclid Ave.* SAN FRANCISCO, 
655 Minna St. « ST. LOUIS, 227 Frisco Bidg. « LOS ANGELES, 100 N. Santa Fe Avenve « ATLANTA, 724 wae 
N.E. © BIRMINGHAM, 429 Brown-Marx Bidg. « MINNEAPOLIS, 305 Fifth St, S. « PITTSBURGH, 414 Bessemer Bid 
BALTIMORE, 100 East Pleasant, St. e BOSTON, 10 High Street « DENVER, 1921 Biake Street « PHILADELPHIA, 1017 Cherry 
Street « CINCINNATI, 626 Broadway »« HOUSTON, 709 M. & M. Bidg. * HAVANA, Cuba, Malecon No. 9. 
Resident Represen‘atives: Bingh Dailas, indi lis, Kansas City, Orlando, 
Milwaukee, New Orlecns, Seattle, Portland, Ore. 
Exp wt Repr i & bev tional Standard Electric Carp., 67 Broad St., New York 4,N.¥ 








CONDUIT FITTINGS « LIGHTING EQUIPMENT » OUTLET AND SWITCH BOXES « EXPLOSION-PROOF FITTINGS «+ REELITE 
ee 











Warkiugtou 
STRAWS 


AFTER KOREA—WHAT? The Administration is throwing all its weight into 
keeping the country to its June 1950 goal: Preparedness by 1953. An end to the 
Korean shooting, if it doesn’t force a scale-back in the military build-up, is almost 
certain to cause a spacing out of production. With demand for construction mate- 
rials still rising and civilian production still pro‘itable, the government is going to 
be hard put to whip up faster armament. 

Congress is determined to let up on controls wherever they begin to pinch. Peace 
in Korea is bound to build up new pressure to wash out controls altogether. 

A settlement of the Korean war{ would probably postpone the sharp upturn in 
business expected this fall. But, after a brief set back, business would be good for 
the rest of the year. Even stretched-out arms production will take enough materials, 
put enough cash into consumer’s hands to keep supplies of many goods below 
demand. Consumers won’t always be able to wait out high prices; they will be 
grabbing for goods again in 1952. 


SLOW START FOR CMP @ You'll have all of the restrictions that go with CMP 
during the first two months of its operation—with no guarantee of benefits. 

That’s the meaning of NPA’s announcement that mills producing controlled 
materials would not have to accept CMP allotments as legal until Sept. 1. 

To distributors of industrial equipment, it probably means a continuation through 
the third quarter of the present confusion, in which DOs often are meaningless 
when it comes to getting deliveries. Even though mills must begin to accept CMP 
allotments as legally binding Sept. 1, this is at the level where the actual controlled 
materials are produced—steel, copper and aluminum in the shapes and forms 
specified. Finished products, such as those stocked by distributors, won’t begin to 
appear under full CMP procedure until the fourth quarter of the year. 

In short, the manufacturer who supplies you with your stock of goods won’t get 
any certain help from CMP this quarter. He’ll get his allotment of materials just 
as though CMP were functioning in full. But mills who supply the manufacturer 
with controlled materials can do what they like with his order up to Sept. 1. 


STEEL FOR HOSPITALS AND SCHOOLS @ Health and education have their 
controlled materials orders for the third quarter—with a gain for one and a hold- 
even for the other. 

Hospitals will get 75,475 tons of steel for the quarter, up an average of about 
8,700 tons per month over the 16,500 tons they received for June. Schools, college 
and library construction will get 100,325 tons for the quarter, about the same, on a 
monthly basis, as their June allocation. 

The allotments were handed by the Defense Production Administration to the 
Federal Security Agency as claimant agency for hospital and school construction. 
Grants to specific projects will be made by FSA. 


POWER SHORTAGE ® Electric power supply for expanding defense industries 
during the next year to 18 months may be one of the most critical problems of 
Washington’s mobilization officials. 

The problem is to find enough power to operate new steel, aluminum and 











July, 1951—ELECTRICAL WHOLESALING 








chemical plants, and for Atomic Energy Commission facilities as they are com- 
pleted in the next year er so. Mobilization Director Charles E. Wilson made it 
pretty clear he wasn’t certain yet that sufficient new generating capacity would be 
ready as fast as the other new production facilities. 


MRO UNDER CMP ® Manufacturers who were hard pressed to fill their rated 
orders before CMP, simply created their own, unofficial, rating of DOs. They 
didn’t want to get in bad with the military customers, so those DOs didn’t suffer. 
They didn’t want to get in bad with the big defense-supporting industries which 
were bound to get preferential treatment under CMP, so those DOs didn’t suffer. 
The weakest link in the DO chain—to the manufacturer—was the Johnny-come- 
lately DO 97—the order for obtaining MRO supplies. 

If CMP works the way it is supposed to, the manufacturer will no longer have 
this pressure to act as his own judge of priorities after Sept. 1. He won’t have to 
shop around for materials. He will be assured enough of the controlled materials 
to complete his authorized production schedule, in the time period allotted to him. 
Under such circumstances, the equality of DOs which existed only in theory before 
CMP, would be established in actual practice. One DO actually will be as good as 
another—if CMP works. 


CONSTRUCTION SQUEEZE ® Construction men are beginning to see what mobili- 
zation will do to their industry in the next 18 months. They don’t like the prospect. 
Things are slated to get tough quickly now for the industry. In Washington the 
controllers are readying restrictions on use of materials that will halt—at least 
temporarily—much construction now planned, probably some projects already 
under way. The new restrictions, plus those already in effect, are expected to cut 

back building activity substantially for the rest of this year. 

You can gauge the kind of slowdown ahead from Defense Mobilizer Wilson’s 
recent prediction that total physical volume of new construction in 1952 will be 
down to about 80 per cent of the 1950 rate. Last year new construction ran to the 
record total of $27,902-million. So—in 1950 dollars—that would put the 1952 rate 
at about $22,322-million. 

The drop is even more substantial when compared to early 1951 levels. From 
January through May this year total new building reached $11,149-million, up 18.6 
per cent over the first five months of 1950. Virtually all categories of construction 
shared in this increase, including residential and commercial building. 

The record volume doesn’t indicate that government curbs—credit restrictions, 
the ban on amusement-type building and limits on commercial construction—have 
been ineffective. Actually the great bulk of early 1951 construction was started 
before these regulations were imposed. 

What is about to take place now is a shift in construction activity. As residential 
and commercial building taper off, the rate of heavy industrial and military will soar. 

Washington has cleared the way for builders of defense projects to get materials 
with CMP allotments and priorities. But the controllers feel that shortages of 
materials—especially steel—will grow so severe that they must screen every demand 
on a first-things-first basis, 


ERRORS IN THE BILLIONS © = Six months ago, the budget figured spending for 
the 12 months to June 30 would be $47.2 billion, revenue $44.5 billion and deficit 
$2.7 billion. Actually, spending amounted to $44.6 billion, receipts $48.1 billion. 
The big deficit turned into a surplus of $3.5 billion. That’s the big reason Congress 
is so slow on the tax rise. It doesn’t trust the official forecasts. 


(Washington, D.C.—June 8, 1951) 
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A More Economical Connector... 





Here is a 4", 34" or 1” thin- 
wall connector that costs less, 
installs faster, provides extra 
wiring room. Eliminates 
locknuts. Knurled chamfer 
bites the rim of the knockout 
to prevent slippage and pro- 

TUNER aIvETED FOR vide perfect grounding. Write 
for Price Sheet TNI-351. 


,TIGHTENS WITH 


SINGLE mp 


A Simpler, Stronger 
Entrance Fitting... 


Appleton OF-1 and OF-2 
Service Entrance Fittings 
"piekaeisagaas combine convenience, econ- 
omy and greater weather 
protection. Single-piece 
bodies eliminate need for 
separate cover on entrance 
head. No covers to become 
lost before installation, 
& loosen or dislodge after job 
is done. Write for Price Sheet 

TNI-451. 


Sold Through Electrical Wholesalers 


APPLETON ELECTRIC COMPANY 


1734 Wellington Avenue ¢ Chicago 13, Ilifnois 


Branch Offices: NEW YORK, 50 Church St. © DETROIT, 3049 E. Grand Bivd. « CLEVELAND, 1836 
Euclid Avenve * SAN FRANCISCO, 655 Minna St. * ST. LOUIS, 227 Frisco Bidg. © LOS ANGELES, 
100 N. Santa Fe Ave. © ATLANTA, 724 Boulevard, N. E. ¢ BIRMINGHAM, 429 Brown-Marx Bidg. 
MINNEAPOLIS, 305 Fifth St. S. © PITTSBURGH, 414 Bessemer Bidg. © BALTIMORE, 100 E. Pleasant St. 
BOSTON, 10 High Street * DENVER, 1921 Bicke Street © PHILADELPHIA, 1017 Cherry Street 
CINCINNATI, 626 Broodway * HOUSTON, 717 M. & M. Bidg. * HAVANA, Cuba, Malecon No. 9 
Resident Rep ati : Bingh Dallas, Indi lis, Kansas City, Orlando, 
Milwovkee, New Orleans, Seattle, Portiond, Ore. 
4 ional Standard Electric Corp., 67 Broad St., New York 4, N. Y, 








Export Rep * 
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A More Efficient Lighting Fixture... 


SECTION 


VIEW 


SWIVELS 


New “V-51" Series. Never before a 
vaportight lighting fixture so safe, so 
efficient, so easy to maintain! Exclu- 
sive Unit Assembly makes receptacle, 
globe and guard instantly detachable 
for re-lamping, without tools! Converts 
for higher or lower wattage lamps 
just as easily. Reflector has exclusive 
neoprene rubber ring mount. Write 
for Bulletin 5-A. 


@eeeeeeeeeeeoeeeeeeee 


A Much Safer Fixture 


Hanger Cover... 





Positive protection against fall- 
ing! Safety clips automatically 
position directly above outlet box 
ears. Permanently joined to the 
cover, clips will support weight 
of fixture even if outlet box sctews 
rust through or vibrate out! An 
Py ourier Box exclusive Appleton safety feature. 
, EAR Write for Price Sheet TNI-$51, 


PATENT APPLIED FOR 


APPLETON 
ELECTRIC 
PRODUCTS 





A valuable, non-technical 
treatise prepared by Sylvania 
in conjunction with 
leading color analysts 


Here is one of the most complete and fascinating books on color and 
lighting ever printed. 

Written in layman's language it explains inter-relation of light and 
color. Enables you to predict how colors will appear under different light 
sources. Covers such subjects as Reflection and Absorption . . . Comple- 
mentary colors...Color temperature... How we see color. 

Shows actual color values best suited to each of Sylvania’s 7 different 
white-tone fluorescent tubes. 

It explains color fatigue, color systems, color harmony and much 
other information of importance to architects, lighting men, and interior 
decorators. 

You'll agree this book is really an outstanding value. But, the supply 
is limited. Don’t miss this offer! Mail the coupon and 50¢ for your 
copy NOW! 


FLUORESCENT TUBES, FIXTURES, SIGN TUBING, WIRING DEVICES; LIGHT 
BULBS; RADIO TUBES, TELEVISION PICTURE TULES; ELECTRONIC PROD- 
UCTS; ELECTRONIC 11;ST EQUIPMENT; PHOTOLA APS; TELEVISION SETS 


F Reg. price n00 * 
SPECIAL 
OFFER 


inc. 
. products 
7 Broadwey: 
, for ™y copy of 
d please fi 508 
sane js How You Lis 
* . 

















YOU CAN DO A LOT Is it like pulling teeth to get your tape volume up? 
Stock and sell Gold Seal—the tape linemen and elec- 
ae tricians go for because it goes further, gives them 
more tape value in every roll. There’s no waste with 
WITH A LITTLE Gold Seal. Production is laboratory-controlled to 
assure lasting “tack” in the friction compound 
make tighter, longer-lasting joints. And that means 


profitable repeat business! In single rolls and 10-roll 
JENKINS containers. Jenkins Bros. (Rubber Div.), 100 Park 
Ave., New York 17. 








wore 


Gt , <eae> In either 10-roll cartons or single 
Jenkins Bros. also make Diamond Seal “al D rolls. Every roll celloph d 


Friction and Rubber Tapes which meet 
both ASTM and Federal specifications. 
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when it's needed! 


TRIANGLE products keep power flowing —to factories producing jet planes, to ship- 


yards, atomic energy plants, tank and gun assembly lines —to all defense industries. 


TRIANGLE produces a full line of quality 
wire, cable and conduit—products that will 
stand up under the most severe conditions 


—products that will not fail. 


To be certain YOUR CUS- 
TOMERS get power when they 


need it—supply them with 
TRIANGLE. 








“IT MUST 
BE RIGHT’ 


TRIANGLE CONDUIT & CABLE CO., INC. 


NEW BRUNSWICK, NEW JERSEY 
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“A BOX FOR EVERY NEED” 
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We Mobilize for Freedom 


FOURTH OF A SPECIAL SERIES 


CONTROLS... 
A Two-Edged Sword 


Ik may seem dangerously premature to talk 
about getting rid of emergency government 
controls while all-out war is still an imminent 
possibility. 

But success in this strange struggle for our 
freedom into which the Russian Communists 
have plunged us requires that we: 


1. Maintain a whole battery of controls 
designed to speed defense production and 
curb inflation, and at the same time 


2. Work to end the controls at the earliest 
possible moment. 


Here is the reason why this editorial — 
fourth in a special series on mobilization for 
defense — is devoted to the need for a speedy 
release from controls. 


If the Russian Communists can force us to 
maintain indefinitely the present system of 
government controls, they will have won a 
tremendous victory. They will have saddled 
us with a system of collectivism which, over 
a period of years, would be fairly certain 
death to freedom of business enterprise. 


Make no mistake about it. This is not an 
argument against emergency coritrols. We 
need controls now to break a right of way for 


our mobilization program through the busi- 
ness boom. Indeed, the third editorial in this 
special series was titled “Why Controls Are 
Necessary.” It stressed both the need for con- 
trols and the need for positive cooperation to 
make them work. 


Controls Can Undermine Our Economy 
But these controls surely chisel at the 
foundation of our normal economic system. 
So long as we have them, many if not most 
key business decisions will be made in Wash- 
ington bureaus rather than in the free market 
place. For example, the National Production 


Authority administers a Controlled Materials 
Plan (italics ours) which directs the flow of 


basic metals, and decides who can use them 
for what purposes. 


Happily, the people who operate these 
controls are not using the methods of a secret 
police state. 


Even more happily, most of the leaders 
who have been drafted to manage the con- 
trols are not in love with their jobs. They are 
doing their best in the thankless task ~f mak- 
ing controls work. They recognize the danger 
of chronic controls. 


But the fact remains that our economy is 
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CENT ENDURITE 


DUAL PURPOSE WIRE & CABLE 


Nile 6k was 
as a Type RW. 


Except where voltage drop is the d 
when used as a Type RH allows the use of 2 si case 
smaller size of conduit at less cost than would be required for Type R or Types T or T 
for the same load. Soar Lavan ee 


Usually in sizes No. 6 A.W.G. and heavier for power circuits and No. 1 A.W.G. an 


cost per ampere of useful circuit capacity. 


For branch circuits requiring small size conductors, Voltage Drop is the determining 
factor in the choice of conductor size. 


There is also a definite advantage to you in the REDUCTION OF STOCKS as this 
one wire will meet all your building wire requirements for both the usual dry location and 
the occasional wet location. 


It makes the most efficient use of critical materials. 


Send for Bulletin giving Comparative Current-Carrying Information 


CRESCENT INSULATED WIRE & CABLE CO. 
Trenton, New Jersey, U. S. A. ai 
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operating under arrangements which carry 
it a long way toward the pattern of central- 
ized control the Russians would inflict on 
the world. 


The Wilson Pian 

A plan for getting rid of these controls has 
already been developed. It was put together 
by our Director of Mobilization, Charles E. 
Wilson — while he was working day and night 
to set up the necessary emergency controls. 


The Wilson Plan — if we escape all-out war 
— will strengthen our defenses and our econ- 
omy. By 1953, it calls for: 


1. Providing the weapons to equip an 
armed force of 342 to 4 million, together with 
a supply of weapons for our allies. 


2. Building a stockpile of weapons which, 
with current production, would be sufficient 
to carry on an all-out war for a year. 


3. Building the manufacturing capacity by 
which we could rapidly expand our produc- 
tion of weapons if all-out war should come. 


4. Increasing the productive capacity of 
industry enough to resume the expansion of 
our civilian economy. 


With these jobs done our economy would 
be big enough and strong enough to meet 
both civilian and military requirements. And 
the government controls needed for mobili- 
zation could be speedily dropped. 


Call for Sacrifice 

The Wilson Plan requires a major effort — 
it means spending more than $50 billion a 
year for mobilization. That is almost 20 per- 
cent of our total production. And this cannot 
be done without sacrifice. For a time, particu- 
larly in the next year, living standards will 
drop. 


But the sacrifice required is amazingly 
small. At the peak of the defense effort, ci- 
vilians will still have available to meet their 
needs about as much as they did in any year 
before 1948. 


To make the Wilson Plan succeed we must 
curb inflation. A second year of inflation such 
as that which we have had since the Korean 
war started would multiply disastrously the 
costs of our defense program. One key part 
of a successful program to curb inflationary 
pressure, which soon will be building up 
again, is a pay-as-we-go tax program. The 
second editorial in this series urged that we 
do our utmost to pay as we go. 


We Cannot Out-Control the Communists 


But, above all, to make the Wilson Plan 
work we must keep our sights set on the 
crucial importance of increased production. 
Our problem is to increase our capacity to 
produce so that we can carry both a major 
military program and an expanding civilian 
economy for as many years— General Brad- 
ley thinks it might be fifteen or twenty —as 
the menace of Russian Communist aggres- 
sion persists. 

If we do not produce enough to do this 
double job, we shall be confronted with the 
prospect of having to live indefinitely under 
government controls of the sort that have 
been set up since the start of the Korean war. 
That would be delightful to the Russian Com- 
munists. It would go far toward making over 
our economy on the Moscow model. 


Even if we wanted to, we never could hope 
to out-control the Russians. They are miles 
ahead of us in that line. But we can out-pro- 
duce them, by a tremendous margin. By 
doing that we shall travel the surest road to 
victory. 


McGraw-Hill Publishing Company, Inc. 
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FUSe... as well as oe door and one. 


% and C6 lamps, 


You can put your confidence ae 


GENERAL @@ ELECTRIC 
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qa new idea in factory lighting | 4S different aS white from black 





white inside and OUTSIDE 
the white upside i ing gloom 


result: reduces strong shad sh contrasts— "0 
more gloom “black-top” ceiling effects— improve 


moy we send you ov 16-page , 
prightness-contrast ratios— easier on the eye 


Wyte-Liner catalog 48-G with de- 
ion surface 300 Permalux oF Porcelain Enamel Airflow 
toiled information? Channel circulates oi for longer ballast life 
easy to clean 
easy to install 


Wyte-Liners are made in 2 and 3 conventional 40-watt 
light ynits, also for 4- and 8-ft. Slimline lamps 


THE EDWIN F. GUTH COMPANY / sT.LouIs 3, missouri 


leader ? w Light-9 frre 1ge2 
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Retail Price War Detonated . co pe sap ig Dae ec 
By Fair Trade Decision 


controlled 
agreements 


Where ar manufactured and 
Use of “loss leaders” scored by manufacturers as thousands = sold within one st t 


of bargain-hungry shoppers jam New York department stores = ‘4 


e state’s fair 


law is bindu not only for the 
° ° ° ° merchant wl rT $ » abide by 
in search of many advertised price-cut “fair trade” items ' 


for tl erchant who is hesitant to 
N' W YORK—The nation’s largest ll ¢ h tate fair ade law seep within the prescril price line 
I department store, Macy’s of New (there are 45 states which have them) lav when one dealer 
York, touched off the most aggressive are still left, but their effectiveness is ll 
price-cutting barrage seen in the New lessened without 


York City area since the Miller n 


suit. 
enforcement of the Attempts by manufacturers to local 
m-signer clause. This means that ize th tion to the 34th Street parallel 
rydings amendment to the Sherman transactions between manufac hen Gimbels, Macy's 


joined the fray 


Anti-Trust Act was made law in 1937 and merchants within one state 


It initiated the coup-de-grace to the so- affected by the Supreme Court i att y that “nobody but 
called “fair trade” laws even befor Some manufacturers may s uy 1 nobody Is mbels.” New 
1anufacturers could regroup their shat vidual agents or subsidiaries in variou ork had a full-fledged price war on 
tered lines of defense in support of « states and have them operate locall it I I 


some lawvers think that 
Che incidents leading up to thé goods 
erate ] 


il price-cutting action were 


iround the Miller-Tydings 


amendment 
h permitted manufacturers in ind 


nd 


lepart- 
uunter-attack on Congress. But prices of 
shipped from the original outlet 


woven 


vidual states to fix and enforce mini 
mum resale prices in order to protect 
rademarked products. Fourt 


ter 
ifter the amendment was mad 
he Supreme Court, in 
{ 


lecision, reversed the decisions 


1 Ssix-te 


» lower courts by ruling that 1 


re 
il dealers who have not. signed 
igreements with manufacturers 
cated in other states to abide by 
sell at minimum resale 


for ther 


lo 
and 
prices Set uy 
n, cannot be required to sell at 
fair trade prices. 

The workability of fair trade laws 
hinges uon the clause that non-signers 
be forcea by law to keep in ‘ine with 
merchants who have 


manufacturers. The 


signed with the 
Supreme Court 
held that Congress did not intend the 


Wide World Photo 
Miller-Tydings amendment to legalize 


MAD SCRAMBLE for price-reduced electrical appliance items made Macy's 
dhs geeviskon Gak eohslanaes theives basement look like an auction sale at the County Fair. Here, salesman marks 

‘ ee om down prices for the third time in one day, as price-cutting competition in 
the manufacturer's fixed prices. New York continued to lure appliance-hungry customers. 
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why accapt lass / 


BALLASTS 


J 


re, 


assure a full 1007 | life for fluorescent tubes! 


Tests show that fluorescent lamps last longer when 
used with a CERTIFIED BALLAST than when 


connected with an improperly designed ballast. 


CERTIFIED | ‘TS assure rated light output, quiet 
operation and long, satisfactory service. There’s a 
reason for this. It is... CERTIFIED BALLASTS are 
made to precise specifications, then tested, checked 
and certified by Electrical Testing Laboratories, Inc. 


® Complete information on the types of CERTIFIED 
BALLASTS available from each participating manufacturer 
may be obtained from Electrical Testing Laboratories, Inc., 
East End Avenue at 79th Street, New York, New York. 
Participation in the CERTIFIED BALLAST program is 
CERTIFIED open to any manufacturer who complies with the requirements 
4 of CERTIFIED BALLAST MANUFACTURERS. 


/’ ERTIFIED BALLAST MANUFACTURERS 


Makers of Certified Ballasts for Fluorescent Lighting 





SFEC. NO. 6 


et IGH PF 





2116 KEITH BLDG., CLEVELAND 15, OHIO 
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What You Should Know About 


Wiring Equipment For 


Hazardous Locations 


HE present and impending de 
mand upon industry necessi 

tates not only an increase in 
plant facilities, more hours of oper 


ation and higher operating speeds, 


but also greater overall efficiency 
This latter must 
of loss of time due to shutdowns be- 
failures. The 
present is no time to temporize or 


cause of equipment 


to take chances with inadequate or 
installations. Potential 
sources of trouble must be dealt with 
immediately if the likelihood of 
plant failure is to be reduced to a 
minimum. 

It is quite unnecessary to point 


dangerous 


out to electrical men that there are 
no more important items in plant 
equipment than the electrical dis 
tribution and the 
utilization 


system electrical 


control and equipment. 


include avoidance 


ELECTRICAL WHOLESALING is privileged to present here the 
first of a three-part stimulating, informative and comprehensive 
article on the subject of electrical equipment for hazardous loca- 
tions written by one of the leading authorities in that field— 
Carl H. Bissell, vice president, Crouse-Hinds Co. 


Mr. Bissell, a graduate of Pratt Institute, was elected to the post 
of vice president-engineering in July 1950, having served in the 
engineering department of Crouse-Hinds since 1901. Under his 
direction as Chief Engineer many of the company’s products were 
developed. Mr. Bissell has contributed much of his time and 
energy to the electrical industry, presently serving on several 
committees of the National Electrical Manufacturers Association ; 
member of the Electrical Committee of the National Fire Protec- 
tion Association and of the International Association of Electrical 
Inspectors, and of the National Association of Corrosion 


Engineers. 


PART I 


By Carl H. Bissell 


Vice President-Engineering 
Crouse-Hinds Co. 


Unfortunately, this is not always 
fully appreciated by executives. “Get 
the machine running regardless” too 
frequently is the order. That failure 
of a makeshift installation 
may stop not only that machine, a 


electric 


group of machines, or a whole proc- 
ess, and subject the entire plant to 
destruction by fire or explosion is 
apt to be given little or no con 
sideration. 

Furthermore, while one dislikes to 
dwell on the possibility of sabotage, 
it should be realized that “It can’t 
happen here” is a dangerous assump- 
tion. The likelihood of sabotage may 
be remote but doesn’t it verge on un- 
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riotic neglect not to guard against 


it? Unprotected electrical conductors 


are an invitation to the trouble 


maker 


In numerous manutacturing es 


tablishments there are many loca 


tions which have become hazardous 


from a fire and explosion standpoint 
because of the use of new substances 


or new processes-conditions which 


did not exist a few years ago. Chem 


ists have industry a wealth 


given 


of these new substances and proc 


esses. Perhaps it is unfortunate that 
the chemists’ contribution is at 


tended, in many instances, by ut 
desirable fire and explosion hazards 
But those 


adequate precautions are imperative 


hazards are here, and 
if safety and continuity of oper 
are to be maintained 


Too many s ilesn en repr 








" . . . there is nothing mysterious or unusually com- 


plicated about the electrical requirements for haz- 


ardous locations.” 





electrical wholesalers for some rea- 
son have shied away from the job 
of selling electrical equipment for 
what Article 500 of the National 
Electrical Code Hazardous 
Locations. Too many electrical sales- 
men believe that this is a job for 
specialists, and therefore, salesmen 


terms 


must rely upon the manufacturer's 
representatives to do the spade work. 
This ought not to be so. The whole- 
saler’s representative can do as 
creditable a job as anyone if he 
will inform himself about the re- 
quirements for electrical equip- 
ment in hazardous locations. 
Obviously, he may not have all the 
detailed information that a manufac 
turer’s representative will have re- 
garding the many available electrical 
items suitable for such jobs, but 
there is no sound reason why a 
wholesaler’s salesman can not have 
a thorough working knowledge of 
the requirements 
which will give him confidence and 
attitude in 


needs and the 


engender a_ responsive 
his customer. 


Requirements Easily Understood 


It is the purpose of this article to 
show that there is nothing mysteri- 
ous or unusually complicated about 
the electrical requirements for haz 
ardous locations; that the require 
ments are easily understood, easily 
i reasonable effort 
deal 
with hazardous location problems 

\s has 


ardous locations are found in many 


met: and that by 


any competent salesman can 


been stated above, haz- 
unexpected places because industry 
itself of the 
efforts. Therefore, the more a sales- 
man 


manufacturing plant, processes and 


has availed chemists’ 


knows about his customer's 
products, the better he is able to 
discover dangerous electrical condi- 
tions and prescribe proper remedies. 

Some of the more common chem- 
icals being used in industry are gaso- 
line, benzene, petroleum, naphtha, 


alcohols, ether, acetone, and lacquer 
solvents. All of these are volatile to 


48 


a greater or lesser degree and their 
vapors, when ignited, produce explo- 
sions. Then there are gases, such as 
manufactured natural gas, 
ethylene, hydrogen, hydrogen sul 


propane, all ex- 


(re 
gas, 


phide, methane, 
plosive and widely used. There are 
many more which could be added 
to this list. Their uses range from 
the making of artificial flowers to 
the manufacture of ammunition. 

A layman would hardly suspect a 
banana ripening room as being a 
dangerous location from an explo- 
sion viewpoint. Yet many of them 
have blown up with disastrous re- 
sults. The gas used, ethylene, pro- 
duces a violent explosion when ig- 
nited. 
the liquids and gases 
above mentioned, there many 
dusts which under favorable condi- 
tions Will burn so quickly that the 
result is an explosion. One expects 


Besides 
are 


gun powder to explode ; that is what 
it is made for. But the ordinary 
person is seldom apprehensive about 
powders of wood, starch, grain, or 
aiuminum, An explosion of these 
and other dusts can wreck a plant 
as thoroughly and as quickly as the 
fearful “block buster” of World War 
Il. Familiarity is apt to breed con- 
tempt until has seen or ex- 
perienced the result of such an at- 
titude. A survivor or 
a dust explosion or one who exam- 


one 
a witness of 


ines its remaining evidence will 


never treat such a hazard lightly. 


Own a Copy of the Code 


Mention has been made of Article 
500 of the National Electrical Code. 
Perhaps this is a good place to pause 
and urge every salesman reader of 
this article to own a copy of the cur- 
National Electrical Code. Be- 
come familiar with those parts of 
it which deal with the equipment 
you are selling. Orders are not 
lost because salesmen know their 
stuff. Frequently, they are lost 
because of ignorance, where the 
buyer expects to find knowledge. 


rent 
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detail the 
various parts of Article 500, let us 
look at it broadly, determine what 
and its arrangement. All 
are to the 


Before examining in 


it covers, 
references in this study 
current (1951) edition, 
just been issued. The conspicuous 
feature that we 
ardous locations are separated into 


which has 


notice is ‘hat haz- 


three classes, dependent on the kind 
of hazard: 
Class | 
Vapors 
Class I] 
Class III 
bres and flvings 
Also, it will be noted that near the 


combustible dusts 


readily ignitible fi 


beginning of the article are several 
paragraphs devoted to another kind 
of hazard 
ishes. Here the dangers of readily 


paints, lacquers and fin 


ignitible residues resulting from ap 
plying various types of finishes are 
recognized, 

Another feature to be noted is that 
each Class is divided into two Divi 
sions and that each Class and Divi 
sion has its own set of requirements 


Definitions Not Rigid 


A reader of Article 500 may ob 
serve that the definitions of the sev- 
eral hazardous locations are not ex 
plicit—that the wording is such that 
final determination is left to 


one having a knowledge of the pre 


some- 


vailing conditions, the extent, and 


the degree of the hazard involved 


Obviously, the Code can not rigidly 


define a hazardous location. If it 


were to say that any location, in 


which illuminating gas is used is a 
Class I location, then every kitchen 


containing a gas range, or every 


basement or room containing a 


fall 


would be 


gas 


heating furnace, would into 
Class I, which, of course, 
ridiculous. if the 
allowed to escape unlighted into the 
kitchen or I 


non-hazardous location is soon con 


gas is 


However, 


basement, then such a 
verted into one that is too hazardous 
to be questioned. So much depends 
upon normal practice and possible 
dangers that rigid definitions are im- 
practicable. 

While we 


two installations from our considera 


can dismiss the above 


tion of Class I locations, because of 
the remote likelihood of the forma 
tion of an explosive atmosphere, we 
dare not dismiss other installations 
where the very nature of 
esses or other conditions are likely 


the proc- 
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to create and maintain explosive at- 
mospheres. Such installations range 
all the way from a small spray booth, 
using a flammable volatile thinner, 
to a multi-million dollar oil refinery 
or a giant chemical plant, both of 
which produce flammable liquids and 
gases. 


Safety Justifies Cost 


Common prudence dictates that 
these dangerous, and usually valua- 
ble, materials be prevented from es- 
caping, but in practice it is seldom 
possible to achieve perfection. There- 
fore, it is unwise and improvident 
not to have electrical installations 
in these locations as safe as experi- 
ence and modern can 
make them. The possible personnel 
loss, property loss and interrupted 


equipment 


production more than justify the 
cost. 

Ventilation, both natural and me- 
chanical, is sometimes put forward 
as a means of securing safety, par- 
ticularly where gas and vapors are 
prevalent. Without question 
ventilation is desirable in such areas, 
but natural ventilation is dependent 
upon too many variable conditions 
to make it a reliable safeguard. Me- 
chanical ventilation is obviously un- 
interlocked with 
within the area, 
of the ven- 


good 


unless it is 
electrical circuits 
so that in case a failure 


safe 


tilating apparatus occurs, the elec- 
trical supply to the area will be cut 
the 
electrical supply may be more than 


off. Such an interruption of 


EXPLOSION of 


woot grair 


an inconvenience. It interrupt 
processes and create other dangers. 


realize how little 


may 


Furthermore, few 
contamination of the air is needed 
to create an explosive mixture, In 
the case of gasoline the percentage of 
vapor need be only 1.4. 

The foregoing comments regard- 
ing the fire hazards due to flamma- 
ble gases, vapors and combustible 
dusts are also applicable to locations 
in which spray painting is performed 
and in which not a flammable thin- 
ner but highly combustible residues 
and deposits constitute the hazards. 

With these thoughts in mind, let 
examine in detail the 
quirements of Article 500 for the 


kinds of 


countered, 


us now 


several hazards to be en 


Scope (5001) 
Quite properly the opening sec- 
tion bears the caption. It 
should be read carefully. Its main 


above 


points are that 
1. The provisions of the entire 
those locations 


article apply to 


judged to be hazardous because they 


‘all into one of the classes later de- 


scribed. 
2. The provisions apply to each 


room or area in which the hazard 


exists, not necessarily to all the 


rooms OTF areas. 

3. The rules of other Code arti 
cles, except as modified by Article 
500, also apply to all installations 


| 
also 


defini- 


tion of explosion-proof which should 


This section gives a 
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be clearly understood. It reads 
“The term 


used in this article shall mean 


explosion proof as 
n- 
closed in a case which is capable of 
withstanding an explosion of a spe- 
cified gas or vapor which may occur 
within it ,and of preventing the ig- 
nition of the specified gas or vapor 
surrounding the enclosure by sparks, 
flashes or explosions of the gas or 
vapor within.” 

In other words an explosion-proof 
that 1s 


successfully, the 


enclosure 1s one strong 


enough to resist, 
pressure developed, and tight enough 
to prevent the escape of flames or 
sparks which might 
rounding explosive atmosphere. It 


ignite a sut 
will be noted that the enclosure does 
not have to be gas or vapor-tight or 
hermetically sealed. This is a point 
not generally understood, but a little 
thinking will show why 

In the 


duit system air, gas, or vapor tight 


first place, making a con 


would be a practicable impossibility 
in view of the many cover joints and 
operating shaft openings in fittings 
and Phen, 
could be done it would be valueless, 


enclosures too, i it 


because enclosures containing 
would have to be 
repair or 


the { 
placement of the apparatus. At such 
atmosphere 


paratus 
occasionally for 
times the explosive 
would enter and probably be ex 
operation of 
the contained apparatus. Therefore, 


ploded subsequently by 
to make a gas or vapor-tight enclo 
made 
not 


sure safe, it would have to be 


is strong and as tight as one 








by a 


electrical wholesaler's 


reasonable _ effort 


salesman 


competent 
deal 


any 


can with 


hazardous location problems.” 





made gas or vapor-tight. It is ap- 
parent that nothing would be gained 


by such an attempt. 


Special Precautions (5002 


This section is directed toward 
inspectors and others, and states that 
more than ordinary care is needed in 
installing and inspecting equipment 
hazardous locations, be the 
due to gases, vapors, dusts 


in all 
hazard 
or flyings 

Also, it points out that besides the 
need for careful workmanship and 
inspecti m, the choice of equipment 
will depend on the characteristics of 
the gas, vapor, or dust involved. 

We find that in this 


(5002) the three classes, discovered 


section 
in our general and over-all view of 
500, have been further sub- 
Therefore, be- 


‘ 1 
\rticie 
divided into 


fore equipment 1s selected, we must 


yri Ups 


know that it is suitable for the gas 
The 


grouped ac- 


or vapor to be encountered 
and 


cording to their ignition tempera- 


gases Vapors are 
tures and the pressures developed 
The dusts are 
to their ignition 
grouping is as 


when exploding. 
grouped according 
temperatures. The 
follows: 

Group A, Atmosphere containing 
acetvline ; 

Group B, Atmospheres containing 
hydrogen, or vapors of 
equivalent hazard, such as manufac- 
tured 


Group C, 


gases, or 


gas; 
\tmospheres containing 
ethyl ether vapor ; 

Group D, Atmospheres contain- 
ing gasoline, petroleum, naptha, al- 
cohols, acetone, lacquer solvent va- 
pors, and natural gas 

Group E, Atmospheres containing 
ce al, or coke dust: 
Group G, Atmospheres containing 


carb nm black, 


grain dust. 

A not common error is the con- 
clusion that a device listed by Under- 
writers’ Laboratories, Inc., as suit- 
automat- 
ically suitable for Group D. This 
may not be true. The 


able for, say Group C is 


only safe pro- 


cedure to follow is to consult the 
List of Inspected Electrical Equip- 
ment for Hazardous Locations is- 
sued by Underwriters’ Laboratories, 
the manufacturer, or the marking on 
the device itself. 

The next section we encounter in 
our examination of Article 500 is, 


Paints And Lacquers And Finishes (5003) 


It is to be specially noted that the 
requirements given in this section 
are directed toward the dangers ex- 
isting certain 
paints, varnishes, lacquers, or other 


where deposits of 
types of finish accumulate. Many of 
these 
under 
nite spontaneously. 
non-hazardous. 


deposits ignite easily. Some 
circumstances ig- 
A few deposits 
are relatively The 
combustible deposits when ignited 


favorable 


burn with great rapidity and pro- 
duce very high temperatures. There 
fore, more than ordinary precau 
tions must be provided. 

In so far as the danger of fire 
from the 
Section 5003 prohibits the placing of 
any electrical equipment or appa- 


residues is concerned 


ratus where hazardous deposits may 
accumulate, unless such equipment 
or apparatus has been specifically 
approved for the purpose. Excepted 
from this prohibition are: 

1. Wiring in rigid conduit. 

2. Threaded 
taining no splices or connections. 


conduit boxes con- 

3. High voltage grids for electro- 
static spraying and detearing pro- 
vided they are adequately guarded. 

It will be noted that explosion- 
proof equipment is not 
This is 


required. 
before stated, 
protection from the danger of resi- 
dues alone is set forth. However, 
the probability of a finish being used 
which may have a volatile flammable 
thinner should be anticipated, and 


because, as 


if the use of such a finish is deemed 
likely, explosion proof (Class I) 
equipment installed in 
with the requirements 
given elsewhere in Article 500. 
The need for adequate illumina- 


should be 
conformity 


tion of work in spray booths is very 
real, but because of the likelihood of 
lighting fixtures becoming coated 
with residues, fixtures or portables 
are not permitted inside of booths. 
If the booths are relatively deep as 
is required for large objects, and 
when the workman must work in- 
side of the booth, light on all work 
surfaces must be had. In such cases 
lighting may be introduced through 
glass panels. 

Section 5003 this 
method. It requires that the lighting 
units be fixed in position (not port- 
able or hanging on cord pendants), 


recognizes 


FIGURE 1—Battery of 


iS tury 


lights 


that the glass panels effectively sepa 
rate the the exterior 
and that they be suitable for the 
as wire glass, or so- 
called safety glass. If danger of 
breakage exists, they must be 
guarded. Also, they should be ar- 
ranged with respect to the fixtures 
so that when normal residue accum- 
ulations occur, the panels will not 
attain dangerous temperatures. 

The National Fire Protection As- 
sociation’s Pamphlet No. 33 con- 
tains additional information regard- 
ing electrical and other details, and 
should be consulted when the use of 
finishes containing flammable mate- 
rials are to be applied. 

Figure 1 shows a battery of small 
spray booths illuminated by explo- 
sion-proof floodlights. In this case, 
because of the use of a finish hav- 
ing a volatile flammable thinner, the 


interior from 


purpose, such 
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entire room is considered to be a 
Class I Division 1 
so treated. 

Figure 2 shows a large booth in 
which an entire car or bus can be 
spray painted. In this case, because 
the paint did not contain a volatile 
flammable thinner, explosion-proof 
lighting fixtures not used. 
Transparent panels were placed in 
the booth’s sides through which the 
light is directed on the surfaces of 
the car. Note that the fixtures are 
permanently mounted, but they can 
be swung out of position for re- 


location and is 


were 


lamping. 


FIGURE 2—An ent 


Now let us move on and transfer 
our attention from locations where 
the hazards are easily ignitible paint 
and lacquer residues to locations in 
which the hazards explosive 
gases and vapors, that is Class I. 


are 


Class I Locations (5004) 

As earlier noted we found each 
Class has two divisions. It is now 
necessary to ascertain the differ- 
ences between these divisions. 

A Class I Division 1 
one in which 

(1) Hazardous concentrations of 
flammable gases or vapors exist con- 
tinuously, intermittently, or period- 
ically under normal operating con- 
ditions, or 
Hazardous concentrations of 


location is 


(2) 
such gases or vapors may exist fre- 
quently because of repair or mainte- 


nance operations, Or because of leak- 
ages, Or 

(3) Breakage or faulty operation 
of equipment or processes might re- 
lease hazardous concentrations of 
flammable gases, or vapors, might 
also cause simultaneous failure of 
electrical equipment. 

A Class | Division 2 location 1s 
one in which 

(1) Flammable volatile liquids or 
flammable gases are handled, pro- 
cessed or used, but in which these 
hazardous materials will normally be 
confined within closed containers or 
systems for which they can escape 


only in case of accident or abnormal 
operation, or 

(2) Hazardous concentrations of 
gases or vapors are normally pre 
vented by positive mechanical venti 
lation, but which might become haz- 
ardous through failure of, or ab- 


normal operation of, ventilating 
equipment, or 
My : 7 
(3) One adjacent to Class I Divi- 
sion 1 locations and to which haz- 


ardous concentrations of gases or 
vapors might be communicated. 

\ comparison of these two sets of 
definitions discloses that Division 1 
deals with locations in which gases 
and vapors are present under nor- 
mal operating conditions or may be 
expected to be present because of 
frequent necessary repairs or where 
leakage is likely. 

On the 
deals only 


Division 2 


locations where 


other hand 


with 
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dangerous accumulations of gases 
or vapors may exist only because 
of accidents, or locations which are 
so near or so connected to Division 
1 locations that the gases or vapors 
may travel to the former 

It is not always easy to determine, 
especially in advance, into which di- 
vision a certain area belongs. In case 
of doubt the inclinations of the own- 
er or contractor may be toward Divi- 
sion 2, because of the somewhat less- 
er cost of the electrical equipment. 
However, before such a decision is 
reached, it will be prudent to give 
thought to the future. May not the 
given area be transformed from Di- 
vision 2 to Division 1 by a major or 
Initial 
economy may easily prove, in the 
long run, to be false economy. 


minor change in its use? 


Now in order to come to grips im- 
mediately with the wiring require- 
ments in Class I we shall skip sev- 
eral intervening sections and exam- 
ine 5014 


Wiring Methods (5014) 


In Class I Division 1 locations 
rigid metal conduit with explosion- 
proof joints, and explosion-proof 
boxes and fittings shall be the wiring 
method employed. All joints shall be 
made up with at least five full 
threads engaged. Where necessary to 
employ flexible connections as at mo- 
tor terminal, flexible fittings of ex- 
plosion-proof type approved for the 
location shall be used. Here we note 
five requirements: namely, 

1. Rigid metal conduit, 

2. The conduit must be joined by 
threaded and must be 
attached to all boxes and fittings by 
threaded connections, 


ce mnectic ns 


3. All threaded connections must 
have at full 
gaged, 

4. All boxes and fittings must be 
explosion-proof, 

5. Flexible fittings must be both 
explosion-proof and approved for 
the purpose. 

As these requirements 
basic nature, it 
to dwell on 


least five threads en 


are ota 
may be well for us 
them at considerable 
length. 

Previously we have examined the 
meaning of the 
proof, as used in the National Elec- 
trical Code and have named a few 
of the explosive gases and flammable 
liquids which give off explosive va 
pors. Obviously, before we can un- 


term, explosion- 
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“Orders are not lost because salesmen know their 


stuff. Frequently, they are lost because of ignor- 


ance where the buyer expects to find knowledge.” 





dertake the design of an explosion 
proof wiring installation, we must 
know at least two things about the 
gas of vapor against which the prop- 
erty and personnel are to be pro 
tected: (1) its ignition temperature, 
(2) the explosion pressure inside the 
wiring raceway and inside the boxes 
which 


and other enclosures house 


apparatus. 


Temperature 


Fortunately, the ignition tempera 
tures for practically all commercial 
gases and vapors have been pub- 
lished by the National Fire Protec- 
tion Association and by Underwrit- 
ers’ Laboratories, Inc 

From these sources we find the 
following: 

Ignition 

Mixture Temperature Deg. F 
Acetylene 635 
Hydrogen 1085 
Ethyl Ether 356 
Gasoline, Petroleum, 
Naptha, Alcohols, Ace- 
tone, Lacquer Solvents 
and Natural Gas 536 


Group 


From the above it is apparent that 
any piece of apparatus to be safe for 
use in a given air-gas or air-vapor 
mixture circum- 
stances attain a the 
same as, or above the ignition tem 
perature of the atmosphere by which 
the apparatus is surrounded. This 


under no 
temperature 


must 


necessity requires that in designing 
heat producing apparatus, such as 
motors, lighting fixtures, and the 
like, means for preventing excessive 
temperatures must be inherent in the 
design. This is not always easy and 


first attempts may be unsuccessful 


Strength 


The second thing we must know, 


more must 
learn, is the 
which will be developed when a par 
ticular mixture inside the enclosure 
explodes. This information is fre- 
the 


or to be accurate, we 


maximum pressure 


quently acquired the hard way 
trial and error way 
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There are much available data de 
rived from tests made in laboratory 
due to factors 
present in enclosures 
but not present in laboratory test 


but 
commercial 


test chambers, 


chambers, these data are not of much 
assistance to the designer. Turbu- 
lence of the exploding gases, pre- 
compression, shape of the enclosure, 
the electrical energy released by ap- 
paratus (such as a circuit breaker 
when opening while under load) all 
contribute to the resulting pressure. 
For gasoline vapors and other liq- 
uids in Group D the explosion pres- 
sures range from about 65 to 180 
pounds per square inch. The Un- 
derwriters’ Inc., re- 
quire that an enclosure withstand a 
test of four 
times the maximum explosion pres- 


Laborate ries, 


hydrostatic pressure 
sure; therefore, conduit boxes and 
other enclosures must be built to 
withstand, without damage, pres- 
sures ranging from 260 to 720 per 
square inch. For Groups A, B, and 
C the explosion pressures are appre- 
ciably greater with consequent great- 
er hydrostatic test pressure require- 
ments. Rigid conduit, because it can 
be accurately threaded and has the 
strength to withstand explosion pres- 
sures and resist mechanical damage 
is required for Class I, Division 1 
locations. Electrical metallic tubing 
or other forms of raceways do not 
possess all these features ; therefore, 
thev are not allowed in such loca 


tions 


Flame-tightness 


o box or enclosure is 


how 


Of course, 1 
explosion-proof no matter 


strong it may be unless it is also 


flame-tight. This brings us to the 
consideration of joints, whereby the 
conduit is attached, cover joints and 
shaft openings 
Repeated tests and field experi 
ence have established the fact that 
five full threads engagement consti 
tutes a flame path having an ample 
factor of safetv. Therefore, explo 
sion-proof enclosures always must 


have conduit openings provided with 
five full threads. 

Joints at cover openings may be 
either flat or threaded. If flat, they 
must be of a specified width, ma- 
chined to a rather high degree of 
accuracy and carefully protected 
from damage prior to installation. A 
dent caused by a blow from a wrench 
or a deep scratch caused by a screw 
driver may spoil the flame-tightness 
of a flat joint. Also, care must be 
used to prevent foreign matter, such 
as sand or dirt particles being on the 
mating surfaces of body and cover 
when assembled. Furthermore, it is 
extremely important that all cover 
screws be thoroughly tightened when 
final assembly is made. One loose 
screw may permit the emission of 
flame. 

Threaded joints have several mer- 
its. One is that when an internal ex- 
plosion occurs, the cover is lifted un- 
til the abutting surfaces of the male 
and female threads are in contact. 
The flame then has to travel the hel- 
ical path formed by the space be- 
tween the male and the female 
threads. Such a path will be several 
inches in length even in a cover of 
relatively small diameter. 

Another desirable feature is that 
if the threads are seriously damaged, 
the damaged condition will immedi- 
ately become evident because the 
cover can not be screwed home. An- 
other quite obvious good feature is 
that there are no screws to be tight- 
ened or lost. 





NEXT MONTH 


Mr. Bissell adds further proof 
to the fact that there is nothing 
mysterious or unusually compli- 
cated about the electrical require- 
ments for hazardous locations. 

The second part of “Wiring 
Equipment for Hazardous Loca- 
tions” will cover equipment for 
Class | locations, including: 

@ Shapes of enclosures 

@ Sealing fittings 

@ Switches, circuit breakers, mo- 
tor controllers and fuses 
@ 
& 


Lighting fixtures 
Receptacles and attachment 
plugs 

@ Signal, alarm, remote control 
and communications systems 
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POINTING OUT opportunities presented by contract award synopses is part of . . . 


How You Can Help Customers 
Secure Defense Subcontracts— 





By George Ganzenmuller 


HE sink or swim stage has arrived for thousands 
of the nation’s smaller industrial firms—your 
customers. Beset by materials shortages and in 

some lines confronted by shrinking demand for their 

products, they are being increasingly caught between 
their debits and the deep blue sea. 

Many of these small industrials are reaching out 
for defense subcontracts—only to make the painful 
discovery that they are in a buyer’s market for their 
skills and services. While the severity of this pres 
ent situation of more seekers than subcontracts is re 
garded as temporary, with the share of small business 
in defense work gradually growing, it represents part 
one of an expanding opportunity for you to give aid 
and derive profit 

Those manufacturing customers of yours now ac- 
tively seeking defense business should be made to 
realize that they must sell their services to firms that 
already have prime contracts with the federal govern- 
ment. Just asking for subcontracts is not enough. What 
is called for is the utilization of every sales tool and 
technique that makes for a successful peacetime busi- 
ness. These would include solicitation letters, bro- 
chures, personal interviews, and trade and business 
paper advertising 

As a specialist in selling, you can advise your small 
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Turn Page For Primer On Subcontracting 


industrial customers on sales tactics to use in their 
search for subcontracts. A fundamental point for you 
to put across to them is this: subcontract solicitation 
differs from ordinary selling in one respect; namely, 
that a company must emphasize to a prime contractor 
its ability to meet specifications exactly. 

The second—and bigger—part of your subcontract 
ing opportunity lies in your relaying basic facts to 
those of your customers who have not as yet started 
to seek defense work. In the case of these clients, 
you can couple the role of authority on subcontract 
ing information with that of sales counsellor. 

Learning the ground rules of defense subcontract 
ing is not a difficult task. And it can be a rewarding 
one. In addition to enabling you to advise those cus 
tomers with adequate facilities when, where and how 
they can secure subcontracts, such knowledge will 
also help you 
@ Anticipate changes in customers’ operations and 
their effect on your own operation. 

@ Maintain and perhaps even increase your sales 
volume (by virtue of the fact that a defense subcon 
tractor often has to increase his production facilities 


a circumstance which could mean more motor, wiring 


lighting, etc., sales for you) by insuring the continua 


tion of customers in business. 








SUBCONTRACTING 


What Subcontracting Means 
Subcontracting is the business practice of one com 

pany contracting for an over-all job and then hiring 

other companies to do certain parts of that job. It is 


than a contract between two private 


nothing more 
firms, one that may involve a small amount of money 
or millions of dollars 

The Electronics and X-Ray Division of the West 
inghouse Electric Corp., for instance, subcontracted 
64 per cent of its total military bookings last year to 


business firms from Maryland to Cali 


small and large 
fornia. Contracts placed ranged from a $62 order for 
brass caps to a $2,938,488 contract for intricate and 
complex radar antenna. 

The General Electric jet engine is a specific exam 
ple of a product dependent upon subcontractors. Of 
the 25 major components of the engine, no less than 
21 are produced by a total of 44 subcontractors widely 


separated on a geographic basis. 


Subcontracting, however, is not an arrangement 
that is used only during emergency periods. It is a 
basic feature of many industries, such as automobile 
and airplane manufacturing, during normal times. It 
g such times 


s 


merely takes on added importance durin 
as the present. 


Why Subcontracting Is Necessary 


[he subcontracting system acts to help curb infla 
tion by spreading work, to stop mass labor migra 
tions, to eliminate the chances of any firms being put 
out of business, and to obtain the best possible prices 
for the government 

The large prime contractor needs the specialized 
techniques of the subcontractor in order to augment 
his own production program while the smaller man- 
ufacturer can participate as a member of a team in 
major government programs, which he could not han- 
dle alone because of incomplete facilities. Such a 
fusion of forces makes possible an almost immediate 
expansion into maximum production in the event that 
industry is once again called upon to engage in full 
war production 

That big manufacturers are very much interested 
in the speedy development of subcontracting programs 
is attested to by the statements of spokesmen for two 
immense prime contractors: 

@ “In our over-all economy, the subcontracting sys 
tem 1s an excellent means of spreading the benefits 
of large contracts on a broad geographical basis and 
In a minimum of time. This makes for minimum vul 
nerability in case our nation should ever be struck 
by a bombing attack. With multiple sources of sup 
ply, production of important war material will not be 
knocked out completely by the potential destruction of 
one area.”—Harry L. Erlicher, vice president in 
charge of purchasing and traffic, General Electric Co 


(Mr. Erlicher is now special assistant to Under Sec- 
retary of the Army A. S. Alexander and is in charge 
if Army Procurement and production expediting.) 
e@ “The small businessman's role in defense projects 
is the big cog in the wheels of progress. Without the 
small businessman, Du Pont or any other company 
for that matter could not handle the tremendous 
Savannah River Atomic Energy Commission project. 
Subcontracting starts an economic chain reaction 
which leaves few segments of our economy un- 
touched.”’”—Granville M. Read, chief engineer, E. I 


Du Pont de Nemours and Co. 


Advantages Offered By Subcontracting 


\dvantages offered to your smaller industrial cus- 
} Caf 
he tol- 


tomers by the subcontracting system include 
lowing : 

@ It may enable them to operate at full or near-full 
capacity in spite of a reduced supply of materials for 
heir normal operations. Under Regulation 2 of the 
National Production Authority, a prime contractor 
for defense items receives a priority rating for needed 
materials and can pass the rating along to his sub 
contractors 

@ It may lead to improvements in their operations, 
since prime contractors often give their subcontractors 
valuable advice on production and management 
methods. 

@ It may lead to deferment of their essential skilled 
workers—an important consideration if manpower 
shortages develop. 

e@ It gives them an opportunity to contribute to the 
defense effort. 


lems 


In addition to these advantages, several prob 
for small industrials arise out of subcontracting, such 
as: 

@ The possibility that subcontracting will become 
the major operation of their plants to the neglect or 
discontinuance of their normal work—a situation 
which could result in their being without markets be 
tween subcontracts or after the last ones are completed 
@ New equipment purchased in order to carry out 
} 


subcontracts may not be needed later for normal op- 


erations. 


Factors A Customer Should Consider 


Some of the factors that the Department of Com 


merce advises a small plant operator to ponder before 
soliciting subcontracts are these 

@ Present and anticipated volume of business—How 
long will his non-defense work continue in light of 
raw material scarcities? Does he have now or does 
it appear that he will have sufficient open capacity 
to enable him to fulfill subcontracts ? 

@ Item now produced and manufacturing processes 
employed—Could the item be used in its present 
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form, or with minor modifications, as a part of de- 
fense equipment? Using the same processes now em 
ployed, could he turn out a different kind of item, one 
which is needed for defense production ? 

@ iquipment—lIs it in good condition? Would it 
stand up, if necessary, under long hours of operating 
at peak capacity ? 

@ Tolerances—Are his workers accustomed to work- 
ing to close tolerances? If not, does he believe that 
they could satisfactorily produce work of the close 
tolerances required for parts of defense equipment? 
@ Working capital—Does he have an adequate re- 
serve of working capital? If not, would his local bank 
or other sources of capital be willing to advance the 
money needed to carry out subcontracts? 


How To Find Prime Contractors 


Once an industrial customer has decided that sub- 
contracting is for him, then you can brief him on the 
steps that lead toward subcontracting opportunities. 

You can tell him that his first move is to learn 
the names of prime contractors—preferably local ones 

for defense materials and the items for which they 
have been awarded contracts. No doubt, you or your 
local businessmen’s association will be able to supply 
the names of some prime contractors who might need 
the type of services your customer's plant can provide. 

But perhaps the best source of such information is 
the “Consolidated Synopsis of Contract Award In- 
formation” which is compiled and released weekly by 
the Department of Commerce. It lists the names and 
addresses of companies that have been awarded non- 
secret prime contracts in excess of $25,000, the items 
called for in the contract, and the name and location 
of the government contracting agency involved. 

\s such, the synopsis constitutes an ideal prospect 
list. A careful scrutiny of it may enable your small 
industrial customer to locate a prime contractor from 
whom he can obtain a subcontract for one or more 
parts of the finished product. In addition, if he finds 
that the government has made a purchase of goods in 
his line, he may request the agency named as the 
buyer to include his firm among those invited to bid 
or asked to negotiate on the next such purchase. Thus, 
the list can lead to prime contract opportunities. 

Copies of the weekly synopsis may be obtained at 
any Department of Commerce field office (see listing 
on page 56 for field office that serves your area). 
They must be picked up personally or by messenger, 
since the department does not mail them. Copies are 
also available for reference only at some 5,000 co- 
operating outlets throughout the country. These in- 
clude local chambers of commerce, banks, public util- 
ities, industrial development commissions, etc. 

Another source of information on contracts award- 
ed by the federal government is the weekly “Public 
Contracts Bulletin” of the Wage and Hour and Pub- 
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lic Contracts Division, U. S. Department of Labor, 
Washington 25, D. C. This bulletin lists reports from 
all government agencies on awarded contracts that 
are subject to the provisions of the Walsh- Healey 
\ct. (Applying to all government contracts in ex 
cess of $10,000, this act sets standards for minimum 
wages and working conditions of employees engaged 
in work under such contracts.) Your customer can 
have his name placed on the mailing list for this bul 
letin upon written request to the Department of Labor. 


What Prime Contractors Should Know 


Before your customer does any active subcontract 
soliciting, ‘he should put down on paper a number of 
facts about his company that would be helpful to a 
prime contractor. Such facts would include these 

1. A description of his plant, its facilities and 

location. 

The item he is now making, items previously 
made, and the processes employed in making 
them. 

Any previous experience as a subcontractor, 
names of the companies for whom he has sub 
contracted, and items so produced. 

An estimate of his available machine capacity. 
A listing, with brief descriptions, of the types, 
kinds, sizes, ages and conditions of his machines 
The tolerances to which he usually works, and 
the closest tolerances to which he can work. 
The materials he uses, in order of greatest use. 
The number and kinds of employees on his pay- 
roll, including qualifications of key personnel 
The current financial condition of his plant. 

The nature of his cost records, including the 
length of time they have been in use. 
Transportation and shipping facilities available 
to his plant. 

Many prime contractors, of course, do not require 
this much information. Frequently, a mimeographed 
equipment list will be enough for a start with more 
detailed data to be supplied later. 

Copies of this presentation should be mailed or 
given, with covering letter, to each prime contractor 
from whom your customer solicits work. It is also 
a wise move for him to leave copies with government 
contracting offices. 


Aid Provided By Prime Contractors 


‘here is no standard as to the type and amour 
assistance that a prime contractor will give to 
customer once he has become a subcontractor 
job. Such assistance could vary from technical 
managerial aid on an extensive scale to only 
furnishing of drawings and specifications of the w 
to be done. 

The Department of Commerce expresses the 





that as the defense effort grows, and with it the 


demand for subcontractors, large companies will be 


willing to provide their subcontractors with an in 
creasing amount and variety of assistance 
Some of the types of assistance, based on past 


which might be 


present practices, 
subcontracting customer by a prime contractor ar 
@ Special tools for the subcontracting work, or as 
sistance in designing such tools; also special jigs, fix 
tures and gauges 

@ Advice or assistance in changing the plant lavout 
if this is found necessary. 

e@ Aid in obtaining needed scarce equipment, 
avoiding possible long delays. 

@ Help in improving inspection, production con 
and cost methods. 


Loans Available To Subcontractors 


Your small industrial customer’s chances of han 
dling subcontracts are not automatically canceled by a 
shortage of working capital. Ways in which such a 
shortage might be met, according to the Department 


offered to your 


willing 


1 7 1 
plant can turn out excellent work, he may bs 
to give your customer a subcontract and make partial 


payments to him as the work progresses, thus enabling 
him to carry out the contract 

@ If vour customer is awarded subcontracts for one 
or more defense orders, and his local bank is unwilling 
to take the entire risk of financing them, he may be 
able to obtain a guaranteed V-loan under Regulation 
V of the Federal 
amount on the amount of a \ 


is no fixed 


loan, which can be 


Reserve Board. There 


used to buy raw materials, to pay wages, rent and 
interest, and, to a limited extent, to buy machinery 
ind equipment. The loan cannot be used, however, to 
expand or build plants. An application for a V-loan 
can be made by your customer through his local bank 
to the Federal Reserve Bank for his district. 

@ If your customer needs a loan for expanding his 
plant capacity, developing manufacturing processes, or 
from the 


producing essential materials, it is available 


eovermnent under terms of the Defense 
Act of 1950. (At this writing, Congress had not 
passed a new bill to replace the expiring Defense 
Production Act of 1950. Consequently, it 1s not 

} 


Production 


of Commerce, include the following : 
e@ If a prime contractor believes that your customer’s 





Aiken, S.C., 1833 Curve St 
Albany, N.Y., 61 Columbia St 
Albuquerque, N. Mex., Hanosh Bidg., 203 W. 
Gold Ave 
Appleton, Wisc., 214 N. Superior St. 
*Atlanta 3, Ga., 418 Atlanta Nat 
Whitehall St., S.W 
Augusta, Ga., 210 Maxwell House, 1002 Greene St 
Baltimore 2, Md., 312 Court Sq. Bidg., 200 E 
Lexington St 
Barnwell, $.C., County Office Bidg. 
Birmingham, Ala., 731 Frank Nelson Bidg., Second 
Ave. G Twentieth St 
Boise, Idaho, 251 Sonna Bidg., 9th G Main St 
*Boston 9, Mass., 1800 Customhouse 
Bridgeport, Conn., Barnam Thompson Bidg.,177 
State St 
Buffalo 3, N.Y., 504 Federal Bidg., 117 Ellicott 
St 


Bidg., 50 


Butte, Mont., 306 Federal Bidg 

Charleston 3, S.C., 310 Peoples Bidg., 18 Brood 
St 

Charleston, W. Va., 612 Virginia St 

Charlotte, N.C., 401 Chatham Bidg., 302 S$ 
College St 

Chattanooga, Tenn., 
Broad St 

Cheyenne, Wyo., 410 Federal Off. Bidg., 21st St 
G Carey Ave 

*Chicago 1, , 1763 LaSalle-Wacker Bidg., 221 
N. LoSolle 

Cincinnati 2, O., 1404 Fed. Reserve Bk Bidg., 
105 W. Fourth St 

*Cleveland 14, 0., 410 Union Commerce Bidg., 
925 Euclid Ave 

Columbia, $.C., Area 2-H Cornell Arms Bidg., 
Sumter G Pendleton Sts 

Columbus, O., 312 Trautman Bidg 
St 


723 James Bidg., Eighth G 


209 S. High 


Dallas 2, Tex., Room 1114, 1114 Commerce St 

ae. lowa, 310 Kahl Bidg., Third G Ripley 
s 

Dayton, O., 1205 U.B. Bidg., 4th G Main Sts 

Decotur, til., 102 Decatur Club Bidg 

*Denver 2, Colo., 142 New Custom House, 19th 
G Stout St 

Des Moines 9, lowa, 601 Securities Bidg., 418 
Seventh St 

Detroit 26, Mich., 1038 Federal Bidg., 230 W 
Fort St 

Duluth 2, Minn., 204 US. Post Office 

Eau Claire, Wisc., 40) S. Bartow St 

El Paso, Tex., Chamber of Commerce Bidg., 310 
San Francisco St 

<< Pa., Erie Commerce Bldg. Twelfth G State 
ts 


Evansville, Ind., Claremont Bidg. 127 Locust St 
Fargo, N.D., 207 Walker Bidg., 621 First Ave. N 


56 


known whether this loan provision will be 
changed, or eliminated. ) 


Fort Wayne 2, Ind., 507 Strauss Bidg., 809 S$ 
Calhoun St 

Grand Rapids, Mich 
Fulton St., 

Harrisburg, Pa., Columbus Hotel Bidg., 229 Wal- 
nut St 

Hartford 1, 
High St 

Honolulu, T.H., Dillingham Bidg. 

Houston 14, Tex., 602 Federal Office Bidg 

— 4, Ind., Suite 410, 224 N. Meridian 
t 


Davenport Institute, 4 


Conn., 224 Post Office Bidg., 135 


Poom 203. 494 Yazoo St 


Jockson Miss. a 
425 Federal Bidg., 311 W 


Jacksonville 1, Fla., 
Monroe St 

*Konsos City 6, Mo., 2400 Fidelity Bldg. 911 
Walnut St 

Knoxville, Tenn., 501 Union Ave 

Little Rock, Ark., 202 Guardian Life Bldg., 309 
Center St 

Los Angeles 12, Calif., 1546 U.S. Post Off. G 
Court House, 312 N. Spring St 

Louisville 2, Ky., 631 Federal Bidg. 

Manchester, N.H., 315 Beacon Bidg., 814 Elim St 

Memphis 3, Tenn., 229 Federal Bidg 

Miami 32, Fia., 947 Seybold Bidg., 36 N.E. First 
St 

Milwaukee 2, Wisc., 700 Federal Bidg., 517 E 
Wisconsin Ave. 

*Minneapolis 2, Minn., 207 Minnesota Federal 
Bidg., 607 Merquette Ave 

Mobile 10, Ala., 308 Federal Bidg., 109-13 St 
Joseph St 

Montpelier, Vt., Willard Block Bidg., 79 Main 
St 


Noshville 3. Tenn., 
315 Union St 
Newark, N.J., 325 Industrial Bidg., 1060 Broad 

St 
New Hoven, Conn., 
St 


410 Nashville Trust Bidg., 


Temple Building, 125 Temple 


New Orleans 12, La., 
333 St. Charles Ave 

*New York 4, N.Y., 42 Broadway 

Norfolk, Va., 301 Duke York Bidg., 610 Duke St 

Oklahoma City 2, Okla., 311 Council Bidg., 102 
NW. Third 

— 2, Neb., 502 W.0.W. Bidg., 1319 Farnam 
St 


1508 Masonic Temple Bidg., 


Paducoh. Ky., 713 Kentucky Ave 

Peoria, I11., 404 LaFayette Bidg., 410 Fayette St 

*Philadelphia 6, Pa., Jefferson Bidg., 1015 Chest- 
nut St 

Phoenix, Ariz., 450 E. Adams St 

Pittsburgh 19, Pa., 1013 New Fed. Bidg., 700 
Grant St 

Portland, Me., 
St 


222 Chapman Bidg., 477 Congress 


retained, 





U. S. Department of Commerce Field Offices === 


Portiand 4, Ore., 217 Old U.S. Court House, 520 
S.W. Morrison St 

Providence 3, R.1., 327 Post Office Annex 
Raleigh, N.C., 3-F St. Capitol Life Ins 
2620 Hillsboro St 

Reno, Nev., 1479 Wells Ave 

*Richmond 19, Va., Room 2, Mezzanine, 801 E 
Broad St 

Roanoke, Vo., 31) 
Jefferson St 
Rochester, N.Y., 810 Commerce Bidg., 119 E 
Main St. 

Rockford, til., 502 Cutler Bidg., 30) S. Main St 

St. Louis 1, Mo., 910 New Federal Bidg., 1114 
Market St 

Salt Lake City 1, Utoh, 528 Dooly Bidg., 109 
West Second, South 

San Antonio, Tex., 518 Bedell Bidg., 118 Broad- 
way 

San Diego, Calif., 2nd Floor Chamber of Com- 
merce Bidg., 435 W. Broadway 

*San Francisco 2, Calif., 315 Flood Bidg., 870 
Market St 

San Juan, P.R., 2 Puerto Rican Reconstruction 
Admin. Ground, Bldg. N 

Sevannoh, Go., 218 U.S. Court House G Post 
Office Bidg., 125-29 Bull St 

Scronton, Pa., 116 N. Washington St., 4th Floor, 
Select Bidg 

*Seattle 4, Wash., 809 Federal Office Bidg., 909 
First Ave 

Shreveport, Lo., Beimont Bidg., 40412 Marshall 


Bidg., 


Liberty Trust Bldg, 101 


St. 

Sioux Falls, $.D., 226 Gas Co. Bidg., 114 South 
Main Ave 

Spokane, Wash., 401 Columbia Bidg., 107 How- 
ard St 

Springfield, Mass., 
Main St 

Syracuse, N.Y., 918 Chimes Bidg., W. Onondaga 
G S. Salina Sts 

Tampa, Fla., 308 Wallace S. Bidg., Annex, 608 
Tampe St 

Tciedo, O., Chamber of Commerce Bidg., 218 
Huron St 

Trenton, N.J., 306 Old Post Office Bidg., E. State 
G Montgomery Sts 

Tulsa 3, Okla., 304 Wright Bidg., 115 W. Third 
St 

Utica, N.Y., 115 South Genesee 

Wichita 2, Kans., 212 E. Waterman St 

Wilkes-Barre, Po., Pool Bidg., 303 Market St., 
Kingston. 

Wilmington, Del., 411 
French Sts. 

Worcester, Mass., 201 Dean Bidg., 107 Front St. 


216 Hampden Bidg., 1634 


Penno. Bidg., Front & 


*Regional Offices 
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AT CHICAGO, ILL. 





We're Asking 


/n Your Opinion How can the defense effort be best 
served—what are you planning to do? 


FRANK L. JASKE 
President 
Kubec Electric Co. 
Chicago, Ill. 


ae 
g to chang 


JULIAN E. ROSETH 
Vice President 


Co-Op Electric Supply Co. 
Chicago, Ill. 


urvey of in- 


JEROME C. DOBKIN 


Vice President 
Dobkin Electrical Supply Co. 


CHARLES O. STOIKE R. R. HILL Chicago, Ill. 


Sales Manager President 
Revere Electric Supply Co. Hawkins Electric Co. 
Chicago, III. Chicago, II. 


whol ¢ 
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ONE-STOP SERVICE 


e SAVES DISTRIBUTOR MANPOWER 


e KEEPS COUNTER GOODS FLOWING 


Salesmen at Cresent Electric Supply Co., 
San Francisco, are ready to meet man- 
power shortage with one-trip sales and 
delivery on counter electrical supplies 
and lamps for stores supplying the 
homeowner’s maintenance needs 


By Howard J. Emerson 


AINTAINING essential 
services in our civilian econ- 
omy will be necessary to sus- 

tain morale, regardless of the extent 
to which military mobilization and 
defense industry draw on the electri- 
cal supplies distributor’s supply of 
manpower for sales and warehouse 
work, As the situation tightens, the 
plan of one-call sales and delivery as 
used by Crescent Electric Supply 
Co., San Francisco, deserves consid- 
eration by other electrical wholesale 
distributors as a practical system of 
keeping a flow of counter electrical 
goods and lamps to the stores serv- 
ing the public’s essential home main- 
tenance needs 

Already in its third year of opera- 
t10n, 
the Francisco-Oakland Bay 
\rea and the adjacent \ alley of the 
Moon cities with four one-ton walk- 


Crescent’s method of serving 


San 


in International trucks operated by 
combination salesmen-deliverymen 


instituted to 


was ike profitable a 
business always made up af 


number of small orders 


a large 


Now, as the nation has entered a 
| 
| 


pe riod ot extensive industria activ- 


ity, defense building, priorities, etc 


58 


and with the manpower saving be- 
coming once more highly important, 
the one-call service plan represents 
a simplified method of moving coun- 
ter merchandise and lamps—one that 
invites imitation. Although such 
goods were produced on priority to 
supply essential home maintenance 
needs throughout World War II, 
they were neglected by many whole- 
salers whose manpower was being 
strained to supply and service war 
orders. As a result, some of this busi- 
went the hardware 
wholesalers’ salesmen who continued 
to call on many of the retail outlets. 

Crescent operates three trucks out 


ness over to 


of its main house in San Francisco, 
and one from its branch in Santa 
Rosa, Calif. Each is stocked with ap- 
proximately $2,000 worth of G. E. 
lamps, plus fast moving lines of wire, 
cord, cable, wiring devices, batteries 
and electrical specialties. The trucks 
working congested San Francisco 
travel about 15 miles a day, the ones 


covering the suburban areas, about 


30 miles each, and the one out of 


Santa Rosa reaches retailers on a 
100-mile circle route. Each salesman 


services an average of five retailers 


a day—hardware stores, electric ap- 
pliance dealers, variety merchandise 
super-markets, large 
neighborhood grocery stores—taking 
orders and filling most of the order 
from the truck’s stock. 

Each salesman has about 130 re- 
tail accounts, some of which are serv- 
iced weekly, but which 
receive on call a month. Paid on a 
draw-against-commission basis, the 


stores, food 


most of 


men are expected to develop new ac- 
counts and to sell-up those which 
they have. However, Crescent’s man- 
agement insists that a retailer must 
be a market for at least $1,200 worth 
of supplies and lamps a year or the 
salesman cannot continue to call on 
him, There are two reasons for that 
ruling. Smaller accounts, of which 
there are hundreds available, would 
not warrant the time of the salesman 
and the hourly cost of the truck. A 
equally important 


“license 


more usual, but 


reason, is the cost of a to do 
business” which this type of opera 
tion makes necessary in most com- 
munities of northern California 
Because Crescent takes orders and 
delivers immediately from the truck, 
the local 


community considers it a 
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business while it is there, and it must 
have the same license held by perma- 
nent retailers and wholesalers. As 
these licenses cost from $30 to $50 
each, Crescent will not serve a com- 
munity unless there is one very large 
retailer, and enough medium sized 
ones, to warrent paying this fee. 

\s with any field sales operation, 
routing the calls is an important fac- 
tor in making the operation profit- 
able. From experience, Crescent and 
its salesmen have worked out daily 
routes which enable them to make 
the most calls with least mileage be 
\ route slip left at the 
office by the salesman enables Cres 


tween calls 


cent management to reach him with 
in an hour in order to send him to 
any store which has phoned in asking 
for counter supplies or lamps imme 
diately. Before he quits for the day, 


the salesman phones Crescent to list 


the stock that he will need ready the 
next morning to replenish the truck 
The orders will be filled late in the 
afternoon, save valuable time in the 
morning. 

Chere are many reasons why Dick 
Hirschfeld, sales manager of Cres- 


cent Electric Supply Co., feels that 


this method of operating has proven 
successful in building a large volume 
in counter merchandise and lamps. 
It enables Crescent to sell retailers 
whose annual volume would not war- 
rant as frequent calls by regular 
salesmen who took orders for later 
delivery or shipment. As Crescent 
originally operated that way, it has 
ils Own comparative figures on costs 

But, equally important is the at 
titude of the salesmen, says Hirsch 
feld. To these men, counter electrical 
goods and lamps are their livelihood 


not a sideline to contractor and 


industrial supplies or to big-ticket 
As a result, 


specialists 


ippliance merchandise 


these salesmen become 
merchandising of 
counter goods and lamps. As sucl 


> 
for their 


in point-of-sale 


they are able, own and 


select retailers 
which can be develope d 
utlets. They 


value of store 


Crescent’s nee l, to 


into volume 
are able to judge the 


location, initiative ot 


individual dealers, relative economic 


soundness of the dealers, as well as 


the market trends in the variety ot 
areas they serve 
\s specialists, these salesmen s« rve 


1 


In an important capacity tor the 
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ceale 


rs they sell. They are the deal 
er’s merchandising counsel on the re 
tailing of these electrical goods. As 
they soon prove their knowledge and 
ability to the dealers, they become 
his advisor on methods of display, 
on the variety of stock to carry in a 
particular community or neighbor- 
hood, on methods of promotion, and 
on the trends in the public’s demands 
for specific items. Except for a few 
full-line appliance dealers, none of 
retailers served by Crescent’s 
salesmen are specialists in electrical 
\s a result, Hirschfeld points 


the 


goods 
out, many customers rely completely 
on the Crescent salesman’s judg 
ment, signing an order for whatever 
the salesman deems necessary fot 
his stock. 

How ( 
Co.'s 
operation 
how it works as a wholesaling tun 


» ] ] 
rescent Electric Supply 


one-stop sales and delivery 
serves its customers and 


iccompan ying 


in the 


WHOLESALING 


tion, is shown 
ELECTRICAI 
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. McGraw Electric Company suite. 

. General Electric Company suite. 

. General Switch Corporation suite. 

. Steel City Electric Co. and Wagner Malleable 
Prod. Co. suite. 

. Royal Electric Co. sales meeting. 

. “Blackie” Daw and associates suite. 

. General Electric Company suite. 
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A Convention Highlight 


Distributor Success 
Plus Complacency Equals? 


By Charles A. Morrow 


President in 


ns Manufacturing Corp 


T IS our experience, in observ- 
ing the operations of distributors 
over a period of years, that the 
successful ones do certain things. 
“No. 1” in my book is that distribu- 
tor who satisfactorily furthers the 
interest of his manufacturers and de 
partmentalizes his business—other 
wise, his salesmen become “jacks of 
all trades and masters of none.” 
We know that the best distribut- 
ing job is being done by those con- 
cerns whose top executives actually 
work closely with their organiza- 
tions and know their dealers more 
intimately than just having a casual 
speaking acquaintance with them. 
There is too much of a laxity 
existing today on the part of many 
distributors because they stick too 
closely to their headquarters—when 
not in Florida—and fail to visit their 
dealers at regular periodic intervals. 
Dealers are always flattered to have 
their distributor executives call upon 
them, if only for a social visitation. 
We like to see distributors dele- 
gate authority to the younger men 
coming along. Builders of good dis- 
tributor organizations are ones who 
have the wisdom to delegate author 
ity, but always, of course, with close 
supervision and counsel. 
Distributors grow in _ stature 
through strong and likable person- 
alities at the top level. If such per- 
sonalities fail to multiply through- 
out the organization, vital and all- 
important leadership is conspicuous 
by its absence. The selection of good- 
appearing, bright and enthusiastic 
young men, upgrading them 
when they earn it—rather than em- 
ploying others from outside the or- 


and 


ganization—develops an esprit’ de 

corps that is invaluable to the growth 

and prosperity of any company. 
Most distributors are in business 


Charge of Sales 


. 


today because of the dominating 
personality of one individual who 
likely came up the hard way and 
who learned and practiced the many 
things that brought success to his 
company. When that particular in- 
dividual starts to take things easy 
and loses his “fire,” it is our observa- 
tion that laxity begins to permeate 
the organization. 

Frankly, we, as manufacturers, 
look at our distributors through the 
eyes of the top executive. Many dis- 
tributorships are founded on a single 
personality, but it frightens us that 
they are failing to bring along 
other strong personalities capable of 
carrying on in their footsteps. 

“Delegation of authority” is a 
most important building block of 
any distributorship, if that concern 
is to carry on successfully upon the 
retirement of the dominating execu- 
tive who built the business. It im- 
plies the presence of persons who 
have the ability of leadership. These 
do not spring “full blown” upon the 
occasion of necessity. They must 
have been trained in the way they 
should go, have been given oppor 
tunities to develop their talents 
under the guidance of the executive 
head of the business. 

The point I would make is this 
training of an outstanding assistant, 
capable of carrying authority, is a 
must if that company is to continue 
to operate on a high level of success. 
Now, more than ever, the distribu- 
tors have a great responsibility to 
the 
bring new men to the fore 


manufacturers, and failure to 
men 
who work with intelligent interest, 
with enthusiasm in the problems to 
be overcome—can very well jeopar 
dize their standing with the manu- 
facturers. 


You distributors should recognize 
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Charles A. Morrow 


your responsibility in this economy 
along with us manufacturers and to 
us manufacturers to keep men em 
ployed—and with many of us you 
are our only customers and our fu 
ture is invested in your hands. 

We are definite in our opinion 
that good distributors are those who 
accept responsibility for the “recruit- 
ing of manpower” for their dealers. 
Many are failing woefully to carry 
out this tremendous responsibility. 
This is more important today than 
it has ever been because creative sell- 
ing at the retail level is at the lowest 
ebb in history. 

A consistent and never-ending 
program of dealer training is, in our 
opinion, the difference between suc- 
cess and failure of many distributor 
organizations. Our best distributors 
“hounds” for dealer training. 
We believe you distributor execu- 
tives should take a more active part 
by sitting in on more of these train- 


are 


ing meetings. 

A good distributor is one who 
consistently renders and 
dealer 


business 
promotional counsel to his 
customers, and holds many dealer- 

small 
groups at the distributor headquart 
ers, with the distributor 
host and too 
adopted this procedure 


management meetings in 
acting as 


few of vou have 


' 
When a distributor recognizes h 
is principally in business to render 
a “merchandising service” in his 
specified territory, beyond the mere 
motions of warehousing and sales 
thus helping the dealers in all activi 
ties to move his merchandise and 
teach him to be a better business 
then 
rightful position 


man—he is performing his 


in industry 


* Excerpts from an address given before 
the 43rd Annual Convention of N.A.E.D., 
at Atlantic City, NJ.. May 22, 1951 
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SUITE SCENES —at the NAED Atlantic City Convention 


Pa 
Pe. fs) > 


bod le 


. Federal Electric Products Co. suite. 

. J. E. McAuliffe, jr., Tom Bibber at Triangle Con- 
duit and Cable Company suite. 

. Triangle Conduit and Cable Company suite. 

. Anaconda Wire & Cable Co. suite. 

. Chelsea Fan & Blower Co. dinner. 

. Appleton Electric Company suite. 
Trumbull Electric Mfg. Co. booth. 
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W. H. Eichelberger 


F I were a distributor: 
I would have a business coun 
selling service for my dealers. 
I believe this is going to be wholly 
necessary in the next era of mer- 
chandising just ahead. 

I would have a training program 
for retail salesmen. Training at the 
dealer level is essential and distri- 
butors should understand that there 
is more to selling than simply ship- 
ping merchandise to a dealer. Dis 
tributor salesmen should be able to 
lay out a selling plan for the dealer, 
counsel closely with him and teach 
him the value of floor displays and 
properly and beautifully dressed 
windows 

You 
dealers the 
selling and house to house selling. 


should point out to your 


value of direct mail 
In my opinion you'll hear a great 
deal about “outside selling’ from 
here on out. 

If I were a distributor I would ex- 
pand my selling organization. Most 
distributors today are guilty of hav- 
ing too few salesmen. Too few sales- 
men today are responsible for call- 
ing on too many accounts. As a 
result they are hitting only the high- 
spots. They are unable to do a 
thorough selling job. 

If I were a distributer today I 
would specialists. In 
other words I would divide up the 
responsibility. 

If I were a distributor I 
have a home economist on my staff 


have sales 


would 


to work with the dealer to help 
train him in 
electric ranges and other appliances. 
Home 


every 


educate and selling 
essential to 
Take 
the freezer business for example. 
The home economists are the one 
single factor that kept hitting the hi- 
that kept the 


economists 
distributor’s 


are 
business. 


wavs and by-ways 


A Convention Highlight 


Operating A Distributorship 
Under Present Conditions 


By W. H. Eichelberger 


faith—and today, they are credited 
(through their untiring efforts) with 
putting the sale of home freezers on 
a high plateau 
of freezers will continue upward 

If I were a distributor I would 
pay particular attention to my mer- 
chandising plans. that 
promotions are necessary. Remem- 


and the sales curve 


Remember 


ber that nothing beats incentive sell 
ing. Pay big for a 100 per cent and 
over quota performance. In short 
pay ‘em and push ’em 

Today, it is not a question can 
we produce enough, but rather, can 
we find enough customers. 

The answer to that is very defi- 
nity YES, WE MUST FIND 
THEM. 

\ll industry definitely has a sell 
ing problem 

We had a real selling problem in 
the spring and summer of 1949 and 
you came through with colors flying. 
And too, tremendous new markets 
will open. More money than ever be- 
fore will be spent developing such 
great industries as television. More 
stations are in the offing. More pro 
grams, more advertising and more 
entertainment in increasing portions 
can be expected. 

\ word of warning. In recent 
months so much time has been spent 
on television that many 
have neglected other phases of their 
business. This is 

A balance is required. More de 
partments should be added and fur 
ther 


distributors 


serious ! 


refinements of your selling 
force are musts if you are to grow 
and excel in this next era 

We entered the year 1951 with 
some doubt as to the volume of bus- 
iness. We were afraid that govern 
ment would stop manufacturing of 
civilian goods. Everyone was deter 
mined to buy heavy 
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Business through January, Feb- 
ruary and March was good. It was 
scare buying and scare selling 

Then came April. We are 
facing a buyer’s strike. We are taking 
a look at normal times and we had 
better get ready. 

It is a 
ideas and hard work! 


not 


case of inventory versus 

Let’s do the necessary things to 
help the dealer sell 

Increased production and more 
plants in the U. S. A. demand bet- 
ter selling methods. To cope with 
this you must overhaul your mer 
chandising plans 


Remember mer 


chandising is the action part of sales 
operations. Doing something with 
In this 
way, results are produced that pay 


something to get sales action 


pronts 

The distributing business is sound 
and future bright. li | a dis 
tributor, I would take a look at my 
organization and be certain that I am 
not thin 
Manpower is vital and so necessary 


were 


cutting the corners too 


to your future growth 

Don’t let the recent lush times fool 
you into a false security with a na- 
tural tendency to cut corners too 
thin. By this I mean 
men 


Too few sales- 
cutting corners on dealer 
service... cutting corners on your 
physical facilities, warehouse facil 
ties, showrooms, training kitchens, 


class rooms failing to teach sell 


ig 
ing techniques 

The memory of man i 
stantly remind yourself 
serves his dealers best 


biggest reward. 


*Excerpts from an address given before 
the 43rd Annual Convention of N.A.E.D., 
at Atlantic City, NJ.. May 23, 1951. 
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SUITE SCENES —at the NAED Atlantic City Convention 


. Auth Electric Company booth. 

. Gedney Electric Company suite. 

. Amplex Corporation suite. 

. Electro Mfg. Corp. booth. 

. National Electric Products Co. suite. 
. John C. Virden Co. suite. 

. Walker of Conshohocken booth. 
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CMP Regulation 1 
Basic Rules—General 


The first regulation establishin; 
the basic pattern for operation o 
the Controlled Materials Plan 
issued recently by the National Pro- 
duction Authority, U. S. Depart 
ment of Commerce. 

Che purpose of this regulation is 
rights and obligations 
under the Controlled Materials 
Plan. It explains how production 
schedules are authorized for manu- 
facturing operations and how ma- 
are obtained to complete 
such production schedules. This 
regulation and other CMP regula- 
tions to be issued from time to time 
make effective the “Controlled Ma- 
terials Plan,” a general description 
of which was issued by the National 
Production Authority, for informa- 
tional purposes only, on April 13, 
1951. In case of any inconsistency 
from that announcement and other 
literature to be issued from time to 
time, or any CMP Kegulation, the 
provision of the latter shall govern. 
Other CMP regulations cover, or 
will cover, inventory controls ; pref- 
erence status of delivery orders ; de- 
liveries of controlled materials by 
distributors; maintenance, repair, 
and operating supplies; construc- 
tion; and additional matters. This 
regulation will also be supplemented 
from time to time by the issuance of 
procedures, forms, interpretations, 
directions, and instructions. 

Definitions. To better understand 
this regulation and any other CMP 
otherwise in- 


y 
I 


Was 


to define 


terials 


regulations (unless 
dicated) this glossary of detinitions 
of terms appearing in the regulation 
should be studied. 

“Controlled material” means steel, 
copper, and aluminum, in the forms 


and shapes indicated in Schedule 1 
if this regulation. 

Materials 
Iron and Steel 


“Controlled Division” 


eans the Division, 
the Copper Division, or the Alu 
minum and Magnesium Division ot 
NPA, 
“Industry 
division or other unit of NPA which 


Division” means the 
is charged with supervision over the 
operations of the producers of par 
ticular products. 

“Claimant 
government 
thereof designed as such by the De 
fense Production Administration 

“Prime 
person who receives an allotment of 


Agency” means any 


agency or subdivision 


consumer” means any 
controlled material from a claimant 
agency or an industry division 
“Secondary consumer” means any 
person who receives an allotment of 
controlled 
other than a claimant agency or a1 


material from a person 
industry division. 


“Class A product” means any 
product which is not a class B prod 
uct (as defined in the next para 
graph), and which contains any con 
trolled material, fabricated or as 


sembled beyond the forms and 
shapes specified in Schedule of 
this regulation, other than any con 
trolled material which may be con 
tained in class B products incorpo 
rated in it. 

B product” means any 
product designated as such in the 
“Official CMP Class B Product 
List” (see ELtectricat. WHOLESAI 
ING May, 1951, pg. 106) issued by 
NPA, a: 
from time to time. 


“Class 


the same may be modified 


“Authorized program” 
program specifically approved by the 
Requirements Committee of De 
fense Production Administration 

“Production schedule” 


means a 


means 
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statement of the amounts of an item 
or class of items to be produced by 
an individual consumer in specified 
periods of time. 

“Authorized production schedule” 
means a production schedule specif 
ically approved by a claimant agency 
or by an industry division with re 
spect to a prime consumer, or specif 
ically approved by a prime or sec 
ondary consumer with respect to a 
secondary consumer 

“Delivery order” 


means any pur 


chase order, contract, shipping, or 
other instruction calling for delivery 
material or 


of any product on a 


particular date or dates or within 

specified periods of time 
“Authorized 

order” means any delivery order for 


as distinct 


controlled material 


any controlled material 
from a product containing controlled 


] 


material) which is placed pursuant 


to an allotment (as provided in se 
tion 19 of this regulation) or which 
is specifically designated to be such 
an order by any regulation or order 
otf NP \. 
Special provisions regarding 
distributors of 
For the pur 
“distributor 


engaged in the 
4 


and 
class A products 


manufacturers 
(a) 
pose of this section, 


means any person 


taking physi 


business of buying an 
class \ 


does not manufacture and 


cal delivery of products 
which he 
selling the same, for his own ac 
count, but only to the extent that he 
is so engaged 


(b) \ 


sell class 


distributor mav buy and 
\ products without mak 
A manu 


facturer of class A products selling 


ing or receiving allotments 


them to a distributor may obtain an 
allotment for manufacture 


from the appropriate industry divi 


such 


sion or claimant agency by submit 
ting an application on Form CMP 
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4B, in the same manner as if they 
were class B products. lf the manu- 
facturer makes physical delivery 
directly to a distributor’s customer, 
the latter (unless he is also a dis 
tributor) shall 
directly to the manufacturer in the 
the 


same conditions as if the distributor 


make an allotment 


same manner and subject to 
had no part in the transaction 


(c) A class A 


products who sells them for use as 


manufacturer of 
maintenance, repair, or operating 
supplies items purchased 
him 
for which he has received an allot- 
shall allotments for 
such manufacture in the manner pro- 


(except 
trom by a claimant agency and 


ment ) obtain 
vided in paragraph (b) of this sec- 
tion. Applications pursuant to said 
paragraph (b) and this paragraph 


] 
i€ 


sing 


(c) may be combined in a 
Form CM P-4B 
(d) Notwithstanding paragraph 
(a) of this section, a manufacturer 
who also sells purchased class A 
products to round out his line, 
do not represent more than 
10 per total 
sales receipts in a calendar quarter 


which 


cent of his estimated 


or which he files an application for 
allotment, shall be deemed the manu- 
facturer of such products and not a 
distributor for purposes of this sec 
tion 

Manufacturers of products cover- 
ed by CMP are told in Regulation 
submit information for 
their third quarter, 1951 require- 
materials 


1 how to 
ments for controlled 
and application 
pro- 
ducers, and are available in all NPA 
field offices 

CMP Regulation 1 also 
the difference between the methods 


Standard reporting 
were mailed to known 


forms 


explains 


of making allotments of controlled 
materials to manufacturers of Class 
\ and class B products 


In the case of class A products, 
spec! il ] 


planes, 


which include urpose it 


1 
nh as tanks, 


and 
ships, built to order for the military 


guns 


agencies, allotments will be made by 
a claimant agency to its prime con- 
tractors, who in turn will make al 
mtractors for 


other A 


necessary to complete the contracts 


lotments to their sub-c 
production of products 
Manufacturers of A products will 
pre fere ice 
to obtain B list iter 


ve assigned DO ratings 


s needed to com 


plete their end-products 
includes 


industrial components lik 


The class B produ ts list 


common 
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bearings and fractional horse-power 
motors ; essential transportation and 
agricultural equipment; many types 
of machine tools; and other general 


purpose items \llotments of con 
trolled materials for production of 
B list items will be made almost en 


NPA industry 


funneling of ma 


tirely by divisions. 
There will be no 
terials through a prime contractor, 
as in the case of A products 
Origin of all allotments is in the 
decisions of the Requirements Com 
mittee of the Defense Production 
\dministration on the amounts of 
controlled materials to be used in a 
given calendar quarter for each pro 
duction program approved by it. 
These decisions will serve to notify 
the claimant and NPA 
industry the amounts 
of controlled materials they may 


draw upon for production schedules 


agencies 


divisions of 


authorized by them. 

Controlled materials producers 
are required by CMP Regulation 1 
to comply with production directives 
issued by NPA, and with the terms 
of all other applicable NPA regu 
lations and orders regarding output 
and delivery of copper, steel and 
aluminum shapes and forms. A pro 
dueer must accept, within limitation 
set by Regulation 1, all authorized 
orders (those 
number or 


materials 
allotment 


controlled 
bearing an 
symbol), orders for controlled ma 
terials bearing a DO preference 
rating calling for delivery before 
Oct. 1, 1951, and orders which he 
is directed to fill by NPA. 
Kegulation 1 also establishes pro 
cedures whereby a manufacturer 
who, before receiving his authorized 
production schedule and allotment. 
has placed an order for controlled 
material for delivery after June 30, 
may convert it authorized 
controlled materials order. 


into an 


Four schedules are attached to 
CMP Schedule I 


names the forms and shapes of steel, 


Regulation 1. 


and aluminum which make 
up the list of controlled materials, 
Schedule 
form of 


copper 
II reproduces a_ short 
which may be 
allotment to a 
‘ontractor for manufacture of an 
\ product. Schedule III lists, item 
by item of controlled material, the 

a delivery order 
n advance of the first 


allotment 
used in making an 


sub-<« 


number 
must be | l 


day of the month in which shipment 


Schedule IV lists the 


11 


s required 


quantities for which 


a controlled materials producer 


must accept orders. 
Schedule |! 
Controlled Materials 


Carbon Steel (including wrought iron) 

(a) Bar (including bar shapes) 

(b) Sheet, strip (uncoated and coat- 
ed) 

(c) Plate 

(d) Structural shapes (heavy), piling 

(e) Pipe, tubing 

(f) Wire, wire products 

(g) Other mill forms and products 
(do not include forgings) 

(h) Castings (not including cast iron) 


Steel (except stainless steel) 

(a) Bar, bar shapes 

(b) Sheet strip 

(c) Plate 

(d) Structural shapes (heavy) 

(e) Pipe, tubing 

(f) Wire 

(g) Other mill forms and products 

(do not include forgings) 

(h) Castings 
Stainless Steel 

(a) seamless tubing 

(b) Other mill forms and products 

(do not include forgings) 

(c) Castings 
Copper and Copper-Base Alloy Brass 
Mill Products 

(a) Copper (unalloyed) 

(b) Copper-base alloy 
Copper Wire Mill Products (includes wire 
and cable for electrical conduction only) 
Copper and Copper-Base Alloy Foundry 
Products and Powder 
Aluminum 


CMP Regulation 3 
Preference Status 
Of Delivery Orders 


The purpose of CMP Regulation 
3 is to define, under the Controlled 
Materials Plan, the preference 
status of delivery orders for con 
trolled materials and delivery orders 
for products and materials other 
than controlled materials 


Definitions. Terms used in this 
regulation and other CMP regula 
tions (unless otherwise indicated), 
are defined as follows: 
“Production material” 


with 


means, 
son, 


respect to 
product (including 


any pet 
fabricated parts 


any 


and subassemblies) or any material 
material ) 
incorpor 


(excluding controlle 
which wil 
ated into [ 
the portion of such material normal- 


ly consumed or converted 


1 
lly 


1 be physica 
| yroduct, and includes 


11S 


into scrap 
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in the course of processing. It also 
includes: (1) Containers and pack- 
aging materials required to make 
delivery of his products, (2) chemi- 
cals used directly in the production 
of his products, and (3) items which 
he purchases for resale to round 
out his line, if such items do not 
represent more than 10 per cent of 
his estimated total sales receipts in a 
calendar quarter for which he files 
an application for allotment. It does 
not include any items purchased 
by him as manufacturing equipment, 
or for maintenance, repair or op- 
erating supplies as defined in CMP 
Regulation No. 5. 

“Allotment number” or “allotment 
symbol” means an allotment num 
ber or symbol placed on a delivery 
order pursuant to this regulation or 
any other regulation or order of 
NPA which expressly provides for 
the use of such allotment number 
or symbol. 

General status of delivery orders 
(a) To the extent consistent with 
this regulation, the provisions of 
NPA Regulation 2 apply to all de- 
livery orders except authorized con 
trolled material orders. 

(b) A delivery order pursuant to 
a directive issued by NPA shall 
take precedence over any other de- 
livery order (including an author- 
ized controlled material order) pre- 
viously or subsequently received, 
unless a contrary instruction 
pears in the directive. 

Regulation 3 provides a method, 
similar to that of Regulation 1, for 
converting outstanding orders for 
other than controlled materials 
needed to complete an authorized 
production schedule, into orders 
bearing a DO rating with the re- 
lated allotment number. 

CMP Regulation 3 states that 
when a production schedule of a 
prime contractor making class A or 
B products is authorized, and an 
allotment of controlled materials for 
its completion is made to him by a 
claimant agency or an NPA indus- 
try division, a DO rating also will 
be assigned to the schedule. This 
rating may then be applied or ex- 
tended to obtain “production ma 
terial” other than steel, copper or 
aluminu:n 

According to the regulation, next 
on the preference list after an au- 
thorized controlled order are orders 
for controlled materials bearing a 
DO rating, calling for delivery be- 


ap- 


fore October 1. Orders for products 
or materials other than steel, copper 
or aluminum, to which both a DO 
rating and an allotment number or 
symbol have been placed, calling tor 
delivery October 1, take 
precedence over all others, except 
those placed by NPA directive 

All DO-rated 
than controlled materials, to be de 


before 


orders for other 
livered on or after October 1, have 
not the 


status, whether or 


equal 
rating 


Db 


is accompanied by 


ment number or symbol 


M-47 Revision 


As a part of the transition to the 
second phase of the nation’s defense 
program, the National 
\uthority recently issued an order 


Production 


setting the use of iron and steel in 
the manufacture of most consumer 
durable goods im the third quarter 
at 70 per cent of the base period rate 
of consumption, 


Che optional base unde 


the revised Order 
either the first half of 
last half of 1949 


to cover seasonal 


period 
M-47 may be 
1950 or the 
This action 
fluctuations 


was 
done 
in the manufacture of some 
products. 

In addition to setting the third 
quarter steel consumption percent 
alternate base 
periods, the adds 
products to the list to which the per 
limitation \ddi 


include bathroom 


and offering 


age 
revision sone 
applies 
and 


centage 
tions home 
scales ; ironing boards ; portable elec 
tric water heaters; attic, window and 
kitchen exhaust fans ; and dehumidi 
iers for home use 

Manufacturers must file defense 
rated orders from their 70 per cent 
Provision is 


quota. made for ap 


plications for adjustment in hard 
ship cases and to assure that de 


fense-rated orders will be filled 


General Wage Reg. 10 
Amended 


The Wage Stabilization Board 
recently announced a 
General Wage Regulation 10 re- 
the limitation of tandem 


relationships to employee units in 


revision of 
moving 


the same industry and labor market 


area 


Tandem cases are those in which 


the general rate increase of som 


July, 1951—ELECTRICAL WHOLESALING 


employee units are dependent upon 
and governed by negotiations, agree- 
ments, and rate movements of other 
employee units. In its revision ot 
Regulation 10, the WSB also altered 
the requirement that tandem in 
crease had to follow in strict chron 
ological order. The change requires 
only that the tandem adjustment 
be “directly related” to the other 

The original cut-off date on tan 
e adjustments as appeared 
lation 10 1 


eliminated by the 


dem wag 


in Regu has now been 
board as “no 
longer desirable x 
\lso eliminated is 


that the timing for a tandem rela- 


necessary of 
the requirement 


tionship be 

Henceforth, petitions 
filed with the nearest appropriate 
office of the Wage and Hour Divi 
sion of the Department of Labor, 


“precise.” 


are to be 


which will in turn transmit the pe 


tuitions to the board’s executive 


director for action 


Activities Of General 

Interest To Wholesalers 
@ Procedures drafted 
for the Salary Stabilization Board 


now being 
are intended to expedite salary ad 
justments by enabling business men 
to act without prior approval under 
government regulations, Joseph D 
( ooper, executive director, reported 
recently 

Mr. Cooper drew an analogy to 


procedures under income tax laws 
“which place responsibility for mak 
ing determinations on the filer of 
a return,” 

The director also said that there 
750s cases 


were approximately 


awaiting rulings on salary adjust 
ments 
plicable to Wage Stabilization Board 
effect, and others 
have been referred back to the em 


Some have been found ap 
rulings now in 
ployer with the information that no 


In this 


advised to 


prior approval is necessary 
case, the employer 1S 
proceed and file a report. Cases 
where prior approval is required 
should be kept at an absolute mini- 
mum, Mr. Cooper said 

“The 


Salary Stabilization Board,” 


central objective of the 
the re 
port read, “was considered to afford 
equal treatment under law for em 
under its jurisdiction as 
with those under 


ployees 
compared the 
jurisdiction of the Wage Stabiliza- 


? 


tion Board.” 








Official welcome to the Borough of Queens is extended to Herbert 
Metz (third from left), eastern district manager of the Graybar 
Electric Co., by Joseph Mafera, commissioner of borough works 


A modern, three-story, city block square building 
located at Bridge Plaza North and 21st Street in Long 
Island City, N. Y., was recently opened by the Graybar 
Electric Company as the new headquarters for its east- 
ern district. 

According to Herbert Metz, eastern district manager, 
the move from the former location at Varick Street in 
Manhattan was predicated on the need for expanded 


Office of district manager Metz is on second floor which is 


> 





j 


ngs 


Looking on are Robert T. Norment (extreme right), president of the 
Queensborough Chamber of Commerce, and P. W. Moore (extreme 
left), vice president of the Queensborough Chamber of Commerce 


and more centrally located facilities to meet the growing 
demand of New York City, Westchester and Long Island 
industries for electrical products of all kinds. 

To adequately serve expanding local markets as well 
as the business anticipated from mushrooming defense 
industries in the New York area, a location had to be 
selected which was convenient to Manhattan, Bronx, 
Westchester, Nassau and Suffolk, Mr. Metz stated. 


dominated by huge main office—nerve center of district operations 








Room where employees may enjoy their food and coffee is equipped 
with latest kitchen appliances plus comfortable chairs and tables 


Tabulating room houses battery of calculating machines. Here all 
sales in eight Graybar districts are tabulated in four ways: by 
salesman, commodity, type of shipment, and by houses in district 


Long Island City was chosen as the logical site after 
a scrutiny of all possible locations. 

Total floor space in the new building is 105,000 square 
feet. Of this, 25,000 square feet are devoted to offices 
and 1,800 feet to loading platforms which accommodate 
six trucks. The remainder is warehouse space, an ap- 
pliance display room and a small auditorium. 


Lighting installations in the new headquarters repre- 


Pneumatic tubes on office floor speed customers’ orders down to . . 





am. 


One side of new Graybar building is devoted to 1,800 feet of loading 
platforms which can accommodate six trucks simultaneously 


City counter where contractor and dealer customers can make their 
own pick-ups represents a major improvement over old Varick St. 
headquarters in Manhattan which lacked such an arrangement 


sent the products of nine of Graybar’s suppliers. In 
addition, the building is equipped with modern office 
furniture and business machines, electrical materials 
handling equipment, and communications and air con- 
ditioning systems. 

Facilities also include a city counter located on the 
22nd Street side of the building. Outside area includes 
parking space capable of handling 75 cars. 


collection point on ground warehouse floor where they are made up 


NEW PRODUCTS 





VENTILATION TIMER 


This new ventilation timer serves as a unique 
time control for farm ventilation. Its use 
eliminates the need for a two-fan system as 
one fan, equipped with the new timer, will 
provide the same results. The timer is used 
in conjunction with any thermostat suitable 
for farm ventilation. When the temperature 
rises above a desired setting, the thermostat 
contacts close, operating the fan until the 
building is cooled to the desired temperature. 
The thermostat contacts then open and stop 
the fan. This operation takes place for a short 
period every 10 minutes—enough to replace 
moisture-laden air with fresh air, but not long 
enough to cool the building. The control 
system is fully adjustable for variations pe- 
culiar to any climate 
Paragon Electric Co., Two Rivers, Wis. 


A 


SAFETY FUSE PLUG 


This new safety fuse plug incorporates an 
important developmen’ in Christmas lzhting. 
Two easily-replaced, five ampere, 125 volt 
cartridge-type fuses in the plug guard against 
overloads and accidental short circuit. Should 
a short occur because of an overload or for 
any other reason, it cannot reach the house- 
hold lighting circuit. Christmas-tree sets 





equipped with this feature offer the same 
protection for old strings of lights when the 
plug set is connected to the outlet. All other 
lights should be connected to this set. 

Noma Electric Corp., 55 West 13 St., New 
York 11, N. Y. 


CONDUIT STRAP 


This new one-hole conduit strap snaps onto 
conduit and holds in position. Its self-holding 
design feature gives the electrician the prac- 
tical effect of an additional hand when in- 
stalling rigid or thinwall conduit. This ‘“‘snap- 
on” strap is made of heavy gauge steel, zinc- 
plated after fabrication. It can be welded to 
steel supports. Strap is available in 2, 34, 1 
and 1% inch sizes. 
Blackhawk Industries, Dubuque, lowa 





WINDOW FAN 


Adjustable and reversible, this window fan 
measures 20” in diameter, 24" in height and 
87%” in depth, Adjustable wing panels expand 
from 2912" to 36”. The 1/12 hp motor has 
two-speed reversible, shaded pole, 115 volt 
60 cycle ac. A flip of the reversing switch 
located in the center of the screen will auto- 
matically change direction of the air flow. 
Another switch on the right of center of the 
screen operates the speed. Fan blade assem- 
bly as well as screen and motor mounting is 
cushioned in rubber. Fan assembly cabinet is 
all steel. 

Switzer-Cummins Co., Ventilating Division, 
1125 Massachusetts Ave., Indianapolis 7, Ind. 
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TERMINALS 


Said to effectively and economically end the 
risk of short circuits between closely-spaced 
wires, these new terminal units are integral, 
one-piece assemblies. They combine a metallic 
portion that grips both the wire and the wire 
insulation tightly, with a single staking opera- 
tion. A translucent terminal insulator is made 
of specially formulated nylon. According to 
the manufacturer, the major advantages of 
the insulated terminals are longer electrical 
creepage path; positive anchoring of terminal 
insulator by a combination of press fit and 
outward flaring of metallic portion, requiring 
no cement; and deep socket for wire insula- 
tion. Formulation of terminal insulation pro- 
vides translucency for easy inspection of fin- 
ished job, combined with color coding for 
identification of terminal sizes. 

The Thomas & Betts Co., Inc., Elizabeth 
im? ws 








NEW PRODUCT BRIEFS 





Sensitive Voltage Meter—Meter controls 
electrical machinery by reacting to very slight 
changes in ac voltage. It responds to changes 
as small as one-half volt. Meter can be used 
to react automatically to unpredictable fluctu- 
ations in line voltage. Sola Electric Co., Chi- 
cago, Ill. 


Portable Lamp—Feature of the portable 
lamp is its “gripper” jaw lampholder that 
clamps to any surface. Jaws are offset to 
insure positive holding. All models take up 
to 100 watt lamp. P. M. Sales Co., Newark 
2, N. j. 


(Continued on page 76) 
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News Notes from N.A.E.D. 


By Alfred Byers, Executive Secretary 


National 


Association of Electrical Distributors 





MECCA WAS THE NAME— 

for Atlantic City during N.A.E.D. 
Convention Week last month. Like 
the Arabian city of Mecca, of Olden 
times, Atlantic City was the “goal”’ 
of just about every electrical manu- 
facturer and distributor that week. 
So it seemed, at any rate, with of- 
ficial running 
beyond new 


figures 
mark—a 


registration 
the 2600 
record, 

As far as that 43rd Annual Con- 
vention is concerned, N.A.E.D. 
headquarters has recorded it in the 
archives. Also, they have made notes 
of the improvements that are neces- 
sary to make the 1952 Convention 
even better. 

In fact, the program for the 44th 
in 52 is now well under way, with 
several outstanding and 
features already arranged by Execu- 
tive Director Chas. G. Pyle. Manu- 
facturer Conference Booth space has 
been reserved by more than half of 
this year’s booth holders. 

Favorable comments, from mem- 
bers and manufacturers, as to the 
location and facilities of the 1951 
Convention have been so numerous 
and preponderant that Mr. Pyle has 
announced the same location for next 
year—during the week of June 9, 
1952. 

N.A.E.D. Conventions, and the 
Association’s continuing and effec- 
tive programs for the industry’s ad- 
vancement throughout the year have 
accounted for a great increase in 
membership during the past few 
years. Significant of that fact is the 
enrollment of a total of -78 
members in the past year alone. 

Throughout the industry, the in- 
signia of N.A.E.D. is more and more 
surely becoming “the sign of a suc- 
cessful business.” It’s a good sign 


speakers 


new 


for the future 
low. 


a good sign to fol- 


N.A.E.D, RE-ELECTS 
PEIRCE, JOHANNESEN AND GROSS 

W. G. Peirce, Jr., R. M. Johan- 
nesen and Benjamin Gross were un- 
animously re-elected to their top of- 
fices at the organization meeting of 
the Board of Governors on June 
24th at Atlantic City. Those elec- 
tions retain “Jim” Peirce as presi- 
dent; “Bob” Johannesen as 
president and Chairman of the Ap- 
paratus and Supply Division; and 


vice 


“Ben” Gross as vice president and 
Chairman of the Appliance Division. 

Good progress was made by the 
industry and by N.A.E.D. under 
their leadership the past year. The 
valuable experience they gained 
from their exacting and sometimes 
arduous duties, under present uncer- 
tain conditions, is highly advanta- 
geous to the entire membership. Re- 
election of this N.A.E.D. triumvirate 
therefore makes the prediction of 
another successful year quite a safe 
one, 


Q's and A's FROM GOV'T. PANEL 
Every member of N.A.E.D. 
been provided with a complete tran- 


has 


script of the questions and answers 
given at the Government Panel dur- 
ing the final Convention session of 
the Apparatus and Suppy Division 
at Atantic City. 

The panel consisted of the follow- 
ing NPA and Defense Department 
officials from Washington : 

Mr. Luther D. Shank, Chief, Elec- 
tric Products Branch, Building Ma- 
terials Division, National Produc- 
tion Authority; Mr. Glenn E. 
Rolston, Chief, Wire Mill Branch, 
Copper Division, National Produc- 
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tion Authority; Mr. John FE, Skill- 
man, Director of CMP Procedures, 
National Production Authority ; Mr. 
Leslie Doidge, Director of End 
Products, Office of Civilian Require- 
ments, National Production Author- 
ity ; Commander Clarence Cisin, Of- 
fice of Public Information, Depart- 
ment of Defense. 

The transcript of this Panel Ses- 
sion has furnished with 
authoritative information which they 


members 


will be able to use to advantage in 
connection with their procurement 
and selling problems under CMP 


PYLE AND BYERS ATTEND WASHINGTON 
MEETING OF ADVISORY COMMITTEE 
N.A.E.D. Chas. G. 
Pyle and Alfred Byers attended an 
important meeting of the Whole- 
sale Trade Advisory Committee of 
the U. S. Department of Commerce 
at Washington on June 19th. Mr. 
Byers is a member of the committee 
and Mr. Pyle is a member ex-officio 


executives, 


and has served since the committee's 
inception two years ago 

The entire day was devoted to 
the committee’s work, with a special 
luncheon during the noon recess 
Top officials from government 
agencies and departments joined the 
meeting during the day to discuss 
specific matters within their respec- 
tive fields. Secretary of Commerce 
Chas. Sawyer, for whose department 
the committee functions, was pres 
ent at the committee meeting 


COMMITTEES REORGANIZED 
BY N.A.E.D. 

All members of the 
have now had an opportunity to reg- 
ister their preferences for service 
on the various functional, commodity 


\ssociation 


(Continued on page 
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JOB-RATED LIGHTING 
FOR AMERICAN INDUSTRY 


NOW—MITCHELL introduces the first Job-Rated lighting in every working area. Featuring exclusive 
lighting line designed to the specifications of Ameri new advantages, ‘Dynalite’’ makes possible simplified 
can industry. ““Dynalite’’ offers 82 high-efficiency planning and installation of lighting rated to provide 
units in an unprecedented range of types for proper maximum efficiency in any industrial application 


THE COMPLETE, UNIFORM, IN-STOCK INDUSTRIAL LIGHTING LINE 


6 LAMP TYPES & SIZES 4LAMPHOLDER TYPES 3 SHIELDING TYPES 2 REFLECTOR TYPES 


_ "yp 
a es r Medium Bi-Pin —= 
y = * 
= _ —F>> 
12 40-watt 48” bi-pin a Side Shielded — 


T-17 40-watt 60° Low-Brightnes — ™ 
mogul bi-pin - : MITCHELL Baked Ename 


17 40-watt 60° Low-Brightne 


single pin ae Louver Shielded > 
7 85-watt 60° Krypton r ! — : 
~ ieee =—S a 





12 40-watt 48° 430 ma. Slimline 
R —_ 
12 75-watt 96” 430 ma. Slimline LM Porcelain Enamel 
Longitudinal Shielded 


MULTI-CHANNEL TYPES— THE RIGHT UNIT FOR EVERY JOB 


Available in 4, 5, 8 and 10 foot lengths single, tandem and 
combination types ... 2, 3 and 4 lamp units. Continuous uniform 
wireway channel makes it easy to plan any installation /ight-rated 
to the job. There's nothing like ‘‘Dynalite’’ for limitless flexibility 
economy, quality and dependability 


MITCHELL MANUFACTURING COMPANY 


i 


SULMOUMUM “DYNALITE” CATALOG — 


2525 N. Clybourn Ave., Chicago 14, Illinois 


. a ca 

See how MITCHEL! Dynalite” custom-fits ee > 1 

any industrial lighting job. Have the com e i 0 = ee Saduet ov ot — 
plete technical data that makes it easy to ynalite ob-Rated Industrial Lighting 


specify correct industrial lighting. You'll 
went a FREE copy of the complete "Dyna on == Name___ 
lite’’ Catalog packed with descriptive details 

Write for it toda ‘ 


Firm Name. 


i Address 

MITCHELL MANUFACTURING COMPANY 4 
2525 N. CLYBOURN AVE., CHICAGO 14, ILLINOIS 

In Canada: Mitchell Mfg. Co., Ltd., 11-25 Davies Ave., Toronto 





City Zone _State 





Dis:iee eheets cp deni eee ee ow ey en eal 
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(Continued from page 45) 


and a few smaller retailers proclaimed 


with newspaper ads and posters, that 


‘if Macy’s and Gimbels want a war, 


we'll give ‘em one.” Then merchants in 
major cities across the nation entered 
into open warfare, more or less out of 
a desperate determination to get in on 

tremendous promotional opportu- 
For the 

stores outside the 
» New York area were 


price line and indications are that they 


involved most 
“periphery” 


holding the 


each the feverish tempo char 
in the New York city 


retali 


first pronouncement on thx 
he American Fair Trade Coun 
red that the Supreme Court's 
ruilng did not actually invalidate fair 
letter 


trade laws. In a to members, 
John W 


said that the 


that the 


Anderson, council president, 
decision “clearly states 
amendment 
full effect by 


Miller-Tydings 


can be restored to its 


simply adding to it ‘one clear pro- 


vision’ binding non-signers.” Reports 


indicate that fair trade advocates will 
loubtless appeal to Congress to over- 
rule the Supreme Court by new federal 


legislation 


First Legislation Introduced 


Thomas B (R-Mo.) 
introduced the first legislation dealing 


(Rep Curtis 


with the fair trade problem, but it 
definitely does not favor a resumption 
His 


line >» 


he old fair trade amendment 


covering only 


nine 
fair trade laws, 
junk the Webb-Pomerance 
the Miller 


discussion of th 


and would 
Act, as 


amendment. In _ his 


well as lydings 


Representative Curtis con 


tended that big firms are trying to use 


small retailers as a “cutting-edge” to 


ongress to upset the Supreme 
rt ruling.) 

\s the price war progressed through 
stages of downward price marking, it 
became apparent that the war of prices 
was slowly disintegrating into a war 
of nerves. The fiery word-battle that 


followed hard on the heels of Macy’s 


war declaration in May was fueled by 
Eckhouse, 


He charged that Macy’s was 


Joseph executive head of 
Gimbels. 
misleading the public through its use 
[ cash.” He 


and exclusive 


cent less for 
Macy's “sole 


in this price war is to drama- 


ot “oO per 
added that 
pur pose 
‘loss leaders’ 


tize through the use of 


the claimed policy of general under- 

selling.” 
The 

loss 


‘ase to the public in a full page adver- 


toremost 
took its 


Bayer Company, the 


leader in the price war, 
in all 
It blasted the 


and 


New York newspapers. 


war as “jungle tactics 


said that the exploitation of the 


good name of Bayer by price-warring 


the interest of fair 


stores is not in 


play in the market place.” Bayer took 
to the newspaper medium when stores 


in New York 100-tablet 


bottles of Sayer fixed 


were selling 
aspirins, price 
at 59 cents, for 

Henry E. 
Names Foundation, Inc 
New York 


a “strictly 


4 cents apiece 
Brand 
rocked the 


scene of the price 


A bt, pre sident ot 


wat 


phony trick on the 


sumer and an exposition of the 





Crouse-Hinds Announces New Official Family 


SYRACUSE — 
Hills elected 
( rouse Hinds 


meeting of the 


Albert 
president of the 


Freeman 
was 
Company at a recent 
board of directors 
The official family of the company was 
greatly enlarged by the action of the 
board at that time 

Included 
executives of Crouse-Hinds ire 
William L. Hinds, 
board; Charles M 


commercial vice president; F 


among those serving as 


chairman of the 
Crotoot, honorary 
Ware 

ice president, public relations 
ind publicity ; 


and Erle R. Monesmith, 


sales man- 


vice president and general 


Albert F. Hills William L. 


Hinds 


Mr. Hills, formerly executive vice 
president, recently celebrated his 50th 
anniversary with the company. In that 


span of years he has served as put 


chasing agent, secretary and vice 


president, directing the sales polici 3 
ft the organization 

Mr. Hinds was elected in 1947 to the 
position he now holds, and during his 
48 years with the company, he served 


is secretary, vice president, general 


sales manager and president. He re 


ceived the degree of Doctor of L 


iws 
ntly from Syracuse University 
Mr. ( 


the eastern sales 


rofoot directed the activiti 


rganization before 


Charles M. Crofoot 
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Ware Clary 


1947. He 


ever, remained active on the 


his retirement in 


directors 


Mr. Clary was elected to his present 


position ot 
1950 


vice president in July, 


A good part of his 43 years with 
Crouse-Hinds was spent directing the 
advertising and public relations of the 
company. 

\ graduate of Bliss 
College, Mr Monesmith 
Hinds in 1926 as a 
1946 he 


manager and in 


Engineering 
came to 
Crouse salesman 


In January became assistant 
1947 


the 


1 
general saies 


general sales manager for 


Crouse-Hinds Company 


Erle R. Monesmith 


4-4 
‘2 











Many thousands of these “Buffalo’’ Fans now operating 
are doing a good job on ventilating service. Their quiet, 
low-maintenance performance and long life are continu- 
ally adding to the “Buffalo” reputation for value. Shown 
here are three of our most-called-for fans. You'll want to 
get the facts on these profitable lines which meet many 
requirements. 

“BUFFALO” “E” BLOWERS-EXHAUSTERS 


Husky, one-piece units for forge and 
furnace blowing, cleaning opera- 
tions, cupola work. A number of 
these units often effect installation 
and power savings over one large 
fan, and permit flexibility of oper- 
ation. WRITE FOR BULLETIN 
3014-C. 


“BUFFALO” BELTED 
VENT FANS 


Here are light, compact, easily installed 
ventilation fans. They are non-over- 
loading, and can be installed indoors 
or outdoors. Capacities are from 500 
to 20,000 cfm at 14” s.p. WRITE FOR 
BULLETIN 3720. 


“BUFFALO” BREEZO FANS 


So simple to install and service, these 
fans appeal to economy-minded firms! 
Of heavy-duty construction throughout, 
they have rigid die-stamped panel, arms 
and blades. Available in 6 sizes, 8” t 
24”. WRITE FOR BULLETIN 3222-F. 


? own ter 


Fons 


‘ t 
BUFFALO F COMPANY 


214 MORTIMER ST. BUFFALO, NEW YORK 
Canadian Blower & Forge Ltd., Kitchener, Ont. 
Branch Offices in All Principal Cities 
PANEL BREE FANS BELTED VENT SETS BELT-AIR FANS 
BREEZ-AIR ATTIC FANS ‘ BREEZO FANS “NV” BREEZO FANS 


NEW PRODUCT BRIEFS 





7? 


(Continued from page 


Vertical Motor—New vertical, solid-shaft 
capacitor motor is constructed to provide 
triple protection from physical damage, elec- 
trical breakdown, and operating wear and 
tear. Motor is available in ratings from 34 
to 5 hp. Capacitor motor has squirrel-cage 
rotors—no brushes or commutators. General 
Electric Co., Schenectady 5, N. Y. 


Circuit Protector—Fully magnetic action in 
each breaker is the feature of a new 12 
breaker circuit protector manufactured by 
Murray Mfg. Corp., Brookyn, N. Y. Standard 
package consists of four 15 amp breakers 
plus two 20 amp breakers with provision for 
six additional breakers. Six pairs of handle 
extensions are supplied 


Terminal Moisture Seal — Cone-shaped 
moisture seal for terminating multi-conductor 
sheathed cables is easily slipped over the 
cable and eliminates friction tape or make- 
shift windings. Seal is applicable to cable 
diameters of from 34” to 2”. The Okonite 
Co., Passaic, N. J. 


Electronic Connector—Electrical feature of 
connector is its double contact—frictional 
and knife-edge. Another feature is its novel 
locking. Straight insertion at terminal locks 
the plug securely in its outlet. Locking en- 
gagement is positive as well as shock-proof. 
Harvey Hubbell, Inc., Bridgeport 2, Conn. 


Desk Lamp—Portable specialties division of 
Mitchell Mfg. Co., Chicago, Ill., has intro- 
duced a lamp equipped with swivels at the 
base and the shade for perfect adjustment. 
Cast base, swivels and shade are in matching 
color. The arm is heavily brass-plated. Lamp 
height is 17” and shade is 734” deep 


Foot Switch—Foot switch operates on a 
teeter-totter principle with selective circuits. 
Pressure on one side opens or closes line. 
A mechanical interlock prevents both circuits 
from operating at the same time. Simonds 
Machine Co., Southbridge, Mass. 


Outdoor Fluorescent Fixture — Instant- 
start, weatherproof fluorescent light is de- 
signed for exterior lighting. Light is supplied 
in 4-40 and 6-40 watt lamp models. All 
ballasts are protected by 3 amp buss type 
fuse. Oscar Phillips Co., Cincinnati, Ohio. 


Floor Fan—Utility floor fan made by Circu- 
lators & Devices Mfg., Corp., Brooklyn 32, 
N. Y., is equipped with sealed bearing motor 
that never needs oiling. Fan operates at three 
speeds: 900, 1150, and 1450 rpm. 
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News Notes from N.A.E.D. 


(Continued from page 73) 

and general committees, all of which 
have existed for two years. The 
Committee on Committees met this 
month to appoint the new commit- 
tees to replace those former com 
mittees. 

Committee activities are among 
the foremost of the Association’s 


functions. Careful consideration is | aR ee rem, » 


given the selection of committees in 
order to be certain that each will be 
of maximum value to the Associa 
tion, 

Inasmuch as N.A.E.D. is a volun 
tary association whose policies and 
activities are determined and car- 
ried out by the members themselves, 
the great importance of committees 
to such an organization as N.A.E.D. 
is obvious. While members of com- 
mittees derive advantages from their 
service which they otherwise would 
not obtain, they also make a material 
contribution to the membership and 
the industry through the time and 
knowledge they devote to commit- 
tee work. 

Every index points to the next 
year or two as being a time of un- 
certainty in many ways. These new 
N.A.E.D. committees will therefore 
have a greater responsibility than 
usual in considering the problems of 
the day and recommending solutions 
and improvements 


(Continued from page 75 


evil that the Miller-Tydings 
ment was enacted to prevent.” 

The tongue-lashing was not confined 
solely to representatives of the indus- 
try. More than 150 advertising and 
sales executives met at New York’s 
Hotel Statler and heard speakers at 
tack the current price war as “a black 
eye for retailing,” “a shakeout ot 
evils,” and “a headache for adver 
tisers.” 

At one point in the price war, com- 
peting stores were even being charged 
with copying advertisements from 
one another. Abraham & Straus of 
Brooklyn declared that a Gimbel ad 
was almost an exact replica of one 
run by the Brooklyn firm the day 
before. 

While individual store owners lan- 
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FULLMAN 


atrobe 


PRODUCTS 


TOP PERFORMERS 


“Latrobe” Floor Boxes and Wiring Specialties are top 
performers because they are expertly designed of the 


finest materials. 


“Latrobe” Products are proof that the shortest road 
to efficiency and economy lies through quality. 


No. 252-R TWO GANG BOX 

This Two Gang Adjustable Box has mini- 
mum of parts with maximum of efficiency 
14” Flush Brass Plug with one Cover Plate; 
2” Flush Brass Plug with other 


No. 150 Box—No. 207 Nozzle 
An adjustable, watertight box for depend- 
able service in concrete or wood-finished 
concrete floors. 4%” Cover Plate No 
242 and large Adjusting Ring No. 215 


No. 470 “Bull Dog” Pipe or 
Conduit Hanger 

This sure grip Bull Dog hanger is eco- 
nomical and dependable. Hangs pipe or 
conduit 1%”, 34” and 1” to steel beams 
34” thick 


No. 110 “Latrobe” Watertight Box 


The No. 110 “Latrobe” Box is extremely 
simple and compact in design, making for 
sneedy installation and smooth service 
— 208 Receptacle and Cover Plate 314 
iam 








Soild Only Through 
Wholesalers 








“Bull Dog” BX Cable Staples 


Favorites in every section of the United 
States, ‘Bull Dog” high quality staples 
can be ordered in cartons, kegs or barrels; 
2500, , 30000 


‘ 


FULLMAN 


Z 
eng 


“Bull Dog” insulator Supports 


Famous “Bull Dog” Supports can be com- 
pletely trusted for fastening porcelain or 
glass insulators to exposed steel frame- 
work. Four sizes, from 1” to 214 


MANUFACTURING CO. 


LATROBE . . . PENNSY:VANIA 





guish under the strain of heavy com- 
petition, a few of the more aggressive 
small merchants are paving the way 
for others to fight off the guiles of 
price-cutting competition. A druggist 
in an outlying suburb of New York 








City has filed a petition for an in- 
junction to force Macy’s to stop under- 
selling him on fair trade items. An- 


other petition was filed against S. 
1 _— Klein on the Square by Turneau, Inc., 
jewelry and watch firm, to restrain the 


downtown store from selling Longine 


and Wittnauer watches at below fair 
Uni ‘ll trade prices. 


0 Results Of NEMA Contest 
To Be Announced In Sept. 

NEW YORK—Because the closing 

date of the Electric Housewares Dis 














play Contest was extended from June 
15 July 15, awards will be an- 
nounced in September rather than at 
he July Housewares Show in Atlantic 

\ scheduled 

The contest nsored by the Elec 
tric Housewar ection of the Na 
tional Electrical nufacturers Asso 
ciation, aroused ich wide-spread 
interest that the closing date had to be 
moved up. It is aimed at giving recog- 
nition t t ng-in display-wise 
with the electric housewares gift cam 
paign, dramatizing the theme, “Give 
Electric Housewat ‘irst Choice for 


UN I-V ER at Every Gift 


lian Westinghous 
Canadian Westinghouse 
+ : on g 
Forms Supply Company 
HAMILTON, ONT.—Formation 
of a wholly-owned subsidiary, the 
ONLY BASIC UNITS Canadian Wesinabaus Supply 
by Compco form any geometric | Company, to distribute products of 
lighting pattern desired . . . patterns 
custom-styled exactly to the client's 
needs . . . patterns far more attractive and 
efficient than ordinary continuous-row 
fixtures — yet just as easy to install! The new company, Mr. Rogge 
Compco fixtures assure lowest 
maintenance, too. They have all-steel 
housings and louvers, durably finished in 
Compco’s exclusive baked-on out Canada, In addition to Westing- 
"‘Glazenamel.”’ For un!imited design house merchandise, the supply com 
and longest life, investigate pany will sell under contract other 
Compco Pattern Lighting! 
Compco Corporation, i ; : 
we 7 eal he . TP Canadian Westinghouse 
225 , " , 
Chicago 47, Ill Mr. Rogge also announced the 


the Canadian Westinghouse Com- 
pany, Ltd., was recently announced 
by Herbert H. Rogge, president. 


said, would establish facilities at all 





principal trading centers through 


lines which are not manufactured by 


election of Roy L. Brown as execu- 


tive vice preside ind 


WRITE FOR FREE BULLETIN 


? : : ? general man- 
showing design suggestions and construction, . 


ie ‘ : . £ the nev -m. Mr. Brow 
application, and installation data. ager of the new firm. Mr. Brown 
was formerly eastern district man- 
ager of Westinghouse Electric Sup- 
ply Company in New York 
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' 
Tucker Wins Sales Award 


GREAT WESTERN 


UYstomers’ needs 


fill all your ¢ 


The Great Western and LaMar Lag line is complete—and every 
JACK TUCKER accepts award made to item in it is a se//er, Find out how it can pay off for you in satisfied 


his company, the U. S. Electrical Supply customers, repeat orders and greater fuse profits. Write for new 


Co., by the W. W. Welch Co. in apprecia- 
tion for its outstanding sales record in 
the Welch line of fans. L. H. Welch 
makes the presentation as W. W. Welch, 
Jr., looks on. 


RUNNER-UP for the W. W. Welch 
award was Martin Levine, Mar-Le Co., 
Stamford, Conn., shown here being con- 
gratulated by J. T. Peirce, Peirce-Phelps. 
Don Levine, second from left, and J. T. 
O'Brien, Peirce-Phelps, await their turn. 





G.E. To Start Experiments 
On New Color TV System 


WASHINGTON — The General 
Electric Company will begin experi 
mental color television broadcasting 
“as soon as possible” from the com- 
pany’s electronics laboratory at Elec- 
tronics Park, Syracuse, N. Y., it was 
announced here recently, The tests will 
be made with the new NTSC color 
system which was recommended by a 
special industry technical committee. 

Announcement of the plans was 
made in a statement by Dr. W. R. G 
Baker, General Electric vice president 
and general manager of the company’s 
Electronics Department, at a meeting 
of television engineering consultants. 
He said that the broadcasts will cou- 
sist of still pictures, but with the de- 
velopment and construction of addi- 
tional studio equipment, “live” color 
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literature and prices. 


RENEWABLE KNIFE BLADE FUSE 


250 & 600 volt sizes, 
70 to 600 amperes 


KNIFE BLADE RENEWAL LINK 


250 & 600 volt sizes, 
70 to 600 amperes 





at 


TIME LAG RENEWAL LINK 


250 & 600 volt sizes, 
70 to $00 amperes 


FERRULE RENEWABLE FUSE 


250 & 600 volt sizes, 
3 to 60 amperes 





FERRULE RENEWAL LINK 


250 & 600 volt sizes, 
3 to 60 amperes 


» ¢ 


GLASS TOP PLUG FUSES 


Standard Sizes, 10, 15, 
20, 25, 30 amperes 





NON-RENEWABLE FERRULE FUSE 


250 & 600 volts, 
1 to 60 amperes 


— 


NON-RENEWABLE KNIFE BLADE FUSE 


250 & 600 volts, 
70 to 600 amperes. 





TROLLEY TAP FUSES 


Sizes from 20 
to 400 amperes 





7 FUSE INDICATORS j 


Sizes for fuses from 110 to 
600 volts, O to 600 amperes 


WRITE FOR LITERATURE AND FRICES 


GREAT WESTERN FUSE DIVISION 
Titeflex, Inc., 500 Frelinghuysen Ave., Newark 5, N. J. 





a DEPENDABLE Source of Supply 


Is Your Safest Protection 


WIRE CONNECTORS 
Famous ‘‘Wire-Nuts'’ and 
Set-Screw Connectors 
WIRING TOOLS 

WIRE STRIPPERS 
Production and hand type 


VACUUM CLEANERS 
Industrial hand type cleaners 
and blowers, tank type cleaners 


THERMO-GRIPS 

Resistance heating soldering tools 
COMMUTATOR 
MAINTENANCE 

EQUIPMENT 

MOTOR REPAIR SHOP 
EQUIPMENT 

MACHINERY PRODUCTS 


live Centers - electric etchers - 
tachometers, etc 





“Assure the dependability of your 
supply line.” This is the first rule of 
sound planning—whether on the 
battlefront or in your battle to keep 
customers or gain new ones. 


Here at IDEAL we're with you all the 
way. The IDEAL products your cus- 
tomers want are pouring out of the 
plant at a record pace. Quality 
standards have never been higher. 
Today as always, you can sell any 
IDEAL product with confidence and 
respect. 


Our sales force has been alerted to 
work with you in every way—to help 
keep IDEAL your dependable source 
of supply—your means to satisfied, 
profitable customers, today and in 
the coming tomorrow. 


SOLD THROUGH AMERICA’S LEADING DISTRIBUTORS 


IDEAL INDUSTRIES Inc., Sycamore, HUlinois 


programs will be added at a later 
date. 

Dr. Baker, who is chairman of the 
National Television System Commit- 
tee, an independent technical group 
which has been studying various color 
systems, also stated that the company 
plans to develop and construct a num- 
ber of receivers capable ot receiving 
broadcasts in color. “These will not 
be for sale,” he said, “but will be used 
mly for field test purposes.” 


I.E.S. Elects S. Hibben 
To Society’s Highest Post 


NEW YORK—Samuel G. Hibben, 
Westinghouse director of applied 
lighting, was elected president of the 
Illuminating Engineering Society, one 
of the highest professional honors any- 
one associated with good ighting can 
achieve. 

The election was conducted by mail 
among 7,500 I.E.S. members in the 
United States, Canada, and foreign 
countries. Mr. Hibben, vice president 
since 1949, headed a slate recom- 
mended by the society’s nominating 
committee. 

Other officers elected were: vice 
president, A. H. Manwaring, Philadel- 
phia Electrical & Mfg. Co., Philadel- 
phia, Pa.; treasurer, R. F. Hartenstein, 
Ohio Edison Co, Akron, Ohio; gen- 
eral secretary, C. C. Keller, Holophane 
Co., Inc., New York: directors, G. W. 
Beals, The Miller C 


ind J S. Schuchert 


Meriden, Conn., 
Duque sne Light 


Co., Pittsburgh, Pa 





N. J. MACDONALD was appointed 
vice president in charge of all The 
Thomas & Betts Company’s operations. 
The announcement by George C. 
Thomas, Jr., president of Thomas & 
Betts, coincided with Mr. MacDonald's 
30th anniversary with the company. 
Mr. MacDonald is at present chairman 
of the executive committee of the 
National Adequate Wiring Bureau. 
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Salesmen ‘Stump’ Experts; 
Times Appliance Pays Off 

NEW YORK—Retail salesmen in 
this area, themselves experts in their 
own field, are matching their wits 
against other profes ionals equally fast 
with the ready answers in a quiz gan 
and contest called “That Stumps Me.” 

The “experts” on the tail-end of 
this barrage of questioning are Times 
Appliance Company’s wholesale sales- 
men. They must answer any questions 
about the selling features of Westing- 
house major appliances asked by 
salesmen in retail stores from June 
until September 3. The stumping can 
be attempted when the wholesale sales 
man is in the retailer’s store. Each 
time the retail salesman stumps the 
Times salesman on any question about 
the selling features of a major appli- 
ance, he receives a dollar. Questions 
must be answerable by information in 
sales literature, selling and _ recipe 
books. 

Arthur F. Callahan, vice president 
and general manager of Times, said 
that there was no limit to the number 
of dollars a retail salesman may re- 
ceive. “In fact,” he explained, “the 
more money we pay out, the happier 
we'll be. We'll know our dealers and 
their salesmen are reading our sales 
literature.” 


Merit Award Competition 
To Benefit Entire Industry 

CHICAGO—The objective of the 
1952 Merit Award Competition, spon- 
sored by the 4th International Lighting 
Exposition, was outlined recently by 
G. T. Morrow, chairman of the Merit 
Award committee. Speaking of the 
award and the 4th International Light- 
ing Exposition of which the award 
is just one phase, Mr. Morrow em 
phasized that both will tend “to help 
mobilize lighting knowledge for a 
stronger America from the standpoint 
of the latest equipment, installation 
methods, and application techniques.” 

Successful entries will be exhibited 
in the Court of Honor at the 4th 
International Lighting Exposition and 
Conference to be held in Cleveland 
May 6-9, 1952. 

The chairman urged prompt appli- 
cation for official entry blanks which 
are now available to electrical con- 
tractors, utility lighting and power 
representatives, electrical distributors’ 
lighting specialists and salesmen, archi- 
tects and consulting engineers, and 


Its a cinch to ream 
pipe with this 
Riba ip 


Sell the reamer that 
won't thin, flare 
or split pipe 


@ You find it easy to sell RITA(D LonGrip 
reamers because they have that extra-long 
taper that cleans the burr smoothly out of pipe 
or conduit almost without effort. Just a few 
light ratchet strokes do the job. Furnished 
complete with ratchet handle. You can sell 
No. 2 Reamer unit separately for use in 
Rife 00OR small ratchet 

threader handle. Two sizes No. 2 

6” to 2” pipe; No. 3, %” to 3” Reamer unit selis sepa- 
p i pe. N ew t ype Rika(ID rately—fits FeitniD OOR 
reamers save your customers ‘"™**4* hand! 

time, work— and pipe. It pays you 

to sell them. 








» Work-Saver Pie Tools fe 
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owners and users of industrial and 
commercial lighting 

Requests for application blanks and 
er of official rule booklets should 
be addressed to: Merit Award Com- 
petition, 4th International Lighting 
Exposition and Conference, 326 W. 


hot circuits cool Madison St., Room 818, Chicago 6, 
— 1. 


The Industrial and Commercial 

PR aT a ; aisesind 
ee eet Lighting Equipment Section of NEMA 
s j is sponsoring the exposition and award 


competition. 


Active Akron Wholesaler 
Receives Honorary Degree 


AKRON—Hesket H. Kuhn, presi- 
dent of The Hardware & Supply Co., 
electrical wholesaling firm of this citv, 
recently received an honorary degree 
of Doctor of Laws from Dean R. D. 
Landon of the College of Engineering 
at the University of Akron’s 79th 
innual commencement exercises 

Mr Kuhn joined the Hardware & 
Supply Co. in his early twenties and 


How IT WoRKS this year will celebrate his 40th year 
: yo = ‘ow speed ns } 1 
ink instantly. Th community affairs, he is past president 
Trip (matched te th a ‘ 1 - pa I , 

capacity of the motor or of the Akron Chamber of Commerc«c 


with the organization. Very active in 


CONTACT 
RELEASE 


DUAL ELEMENT TRIPLE 
PROTECTION FUSE WITH 
THER M-A-TRIP 


movant 
contact 


and founded that city’s Junior Cham- 


emper n iat P ber of Commerce in which he holds an 
ceede rovides ade- honorar 7 embershir > is 3 

quate protection with ionorary life membership. He is also 
extra long time delay, associated with the council of Boy 


see e ue eee = = 
Seeenw eee es =o 
s 


sea a ueeaee@@& 
Scouts of America and was a board 
—THE THREE-IN-ONE FUSE ny of the United Community 
is the coolest operating fuse of any type. Mr. Kuhn served his country in 
gives instantaneous cut-off on short circult. World War I as regimental sergeant 
controls rate of rise of recovery voltage. major. In World War II he was a 
has longest safe time-lag of any overload protective device. dollar-a-year man 
time-delay averages five times longer than any renewable or one-time fuse. 
starts heavily loaded motors safely. 
protects against single phasing. G. E. Supply Welcomes 5 
watt (power) loss is substantially lower. Into Quarter-Century Club 
tripping temperature provides a heat ceiling 500° F. lower than any zinc link fuse. ? 
reduces and controls the heating of switches and fuse clips. CHICAGO—Five Chicago district 
permits the use of switches of lower rating. General Electric Supply Corp. em- 
keeps hot circuits cool. ployees who this year reach 25 years 
A TRION FOR EVERY CIRCUIT of service were welcomed into the 
Trions are available in 141 Standard Sizes ranging from company’s Quarter-Century Club at 
1 to 600 amps for both 250 and 600 Volt circuits. Other a luncheon recently held here 
sizes for these same voltages range from 1/10 amp to : , 
9 amps. Midget Sizes (*,’’ dia. by 1!’ long) vary from District manager Axel H. Kahn, 
1/10 amp to 10 amps. ASK FOR TRION OR WRITE FOR FREE himself a veteran of 43 years service, 
TRION BULLETIN #506-A TODAY. greeted the new members, all familiar 
faces in the Chicago electrical field. 
They are: R. C. Close, G. C. Besler, 
THE CHASE-SHAW MUT co. A. C. Kandler, W. R. Gorski, and 
372 MERRIMAC STREET + NEWBURYPORT, MASSACHUSETTS M. J. Clark. 


Each new member received a 25- 


Ce te year pin and plaque, and a wristwatch 

" Ly Sug 5 

a) Rite 53 > from Mr. Kahn in honor of his long 
Trion er C-Q@-T 


Drionet on QT rusk wine service. 
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PAUL E. MILLER was appointed sales 
manager of the lamp and lighting depart- 
ment of the Mill-Power Supply Co. of 
Charlotte, N. C. Mr. Miller has been con- 
nected with the company for the past 15 
years and is recognized as one of the 
leading lighting representatives in the 
southeast. Mr. Miller, from his contact 
with sales engineers and lighting special- 
ists throughout the Carolinas, reports a 
profound interest in better lighting in- 
stallations in the highly industrial sections 
of his territory. 





Joseph Kurzon Honored 
At Annual UJA Dinner 


NEW YORK—Almost 400 leaders 


in the electrical industry, a good 
representation of labor men, and two 
judges crowded into the Hotel Pierre 
honor to 


ballroom recently to pay 


Joseph Kurzon, president of Josepl 


Kurzon, Inc., electrical wholesaling 


firm of this city, for his inspiring 
leadership for many years in the in 
dustry’s efforts for the United Jewish 
Appeal 

The occasion was the annual dinner 
of the contractors, manufacturers, 
wholesalers and manufacturers repre 
sentatives division of the United Jew 
ish Appeal, a section of the over-all 
electrical UJA 
They met to pay tribute to Mr. Kurzon 
and to Union Local No. 3, Brother 
hood of Electrical Workers, A. F. of 


“invaluable 


industry division of 


L,. which has been of such 
aid” to the 
thropic endeavors 

As a worthwhile by-product of the 
dinner, over $350,000 was raised for 
the work of the UJA agencies. 
A. Kahn, 
He was flanked by 
Isidore Mig. Co., 
chairman of the over-all effort; Harry 
F. Fischbach, 


contractors’ 


industry in its philar 


Efrem chairman of thx 
division, presided 
Leviton, Leviton 
chairman of the elec 
group; 
Lipkins, co-chairman; Albert Conway 
of the New York State Court of Ap- 


trical Sidney P. 


peals; and Special 


Matthew J. Troy. 


Sessions Justice 


— 


ae \ 
oS” _ 
<= Gur Records Sshow- 
; i See lic 
lene 


@ The demand for power circuit trans- 
formers is increasing rapidly because 
higher voltage main circuits mean 
greater use of these transformers to 
step down the voltage for lighting, 
portable equipment, and controls. 


Our records definitely show that 


where 


460-VOLT 
THREE PHASE SERVICE 


+ . 
H —=Q 
JEFFERSON 


TRANSFORMER 
lor 





> 
| 


‘s) 115-V MOTOR 


LIGHTING 
circuit 














| Ul 
Rccstaiedl 
115-V APPLIANCE 


* @ 


JEFFERSON FAN 


OQ TRANSFORMER 


460-V 
MOTOR 





Wholesalers have carried ade- 
quate stocks, to meet every 
emergency need, sales have 
immediately increased. 


Jefferson Transformers core of the dry 
type and may be mounted on wall, 
post, or directly on the machine to sup- 
ply 115-230 volt current to lights, con- 
trols, releys and other small electric 
equipment. 


Only A Smail Stock Meets Wide Requirements 
Two initial assortments of quick moving transformers are suggested 
below. Do not continue losing sales! Order Stock “A” or “B” today. 





"A" Stock 
Number of — 


"B" Stock 
Number of — 


Transformer 
Capacity 


Catalog 
Number 





50 VA 
75 VA 
100 VA 
150 VA 
250 VA 
500 VA 
750 VA 
1000 VA 
2000 VA 


240-201 460/230 
240-211 Volt 
240-221 Primary 
240-231 

Saoast 200/115 
240-251 
240-261 
240-401 
240-421 


Secondary 


Cycle 





ORDER THE STOCK THAT BEST 
JEFFERSON 


TRANS F 


MEETS YOUR REQUIREMENTS 
DRY TYPE 


RMERS 


JEFFERSON ELECTRIC COMPANY « Bellwood, Illinois 
In Canada: Canadian Jefferson Electric Co., Lid., 384 Pape Ave., Toronto. 
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LEWIS E. GAGE has been named 

advertising and sales promotion man- 

ager of the Burndy Engineering Co. 

Mr. Gage was previously associated 

with advertising in the U. S. Royal 

Tires division of the United States i 
Rubber Co. 





Two Roebling Men Victims 
In Eastern Train Wreck 


TRENTON Tw ¢ pl yyees ol 


John \. Roebling’s Sons Company 










were kilied, and another injured in the 





1 


recent Pennsylvania Railroad wreck at 
Bryn Mawr, Pa. The three were re 
turning from a coal 1 ing convention 


in Cleveland when their stalled train 


ow MILLIONS... 


= - YES, 
Express. 
MILLIONS Fhooe killed were George B. Steen. 


assistant sales manager, wire and rope 


was rammed by the Red Arrow 





division, and Vincent L. Daulton, 
Philadelphia district sales manager. 


used since A graduate of Princeton, Mr. Stoess 


> hlin 1939. 


| had been with Roebling since 
1936 have | He leaves his wife, a son and daughter, 


and his father 


‘ proved their | Mr. Daulton had been associated 


years. A native 


dependability of Ballston Spa, N Y. he was gradu 


ated from Rider Ci lege He is su 









vived by his wife, three daughters, 









The injured man was Albert Neroni, 





Roebling advertising manager. He sui 


fered a fractured nose and facial lacera- 


WRITE FOR 80-PAGE 
COLOR-ILLUSTRATED CATALOG 


tions, but after being confined in a 
hospital for two weeks, is making a 


Satistactory recovery 


Graybar Chicago Meeting 
Honors George Cossmann 








5746 MARIEMONT AVE. 
CINCINNATI 27, OHIO 







CHICAGO—The board of directors 





of the Graybar Electric Company 

La) broke a long-standing precedent re 

COP R TUBE & PRODUCTS INC cently by holding ular quar- 
j . 


terly meeting in this city to honor na 


tive Chicagoan George }. Cossmann, 
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central district manager, and member 
of the board and of the executive 
committee. Mr. Cossmann will retire 
July 31 after more than a half-century 
of service. 

The meeting will initiate an entirely 
new policy of holding a number of 
future directors’ meetings at others of 
the company’s district houses te ac 
quaint board members with personnel 
and operations at strategic locations 
among Graybar’s 108 branches, accord 
ing to A. H. Nicoll, company president 
He explained that ever since the com- 
pany was purchased by its employees 
in 1929, directors’ meetings have been 
held in the New York City head- 
quarters. 

Mr. Cossmann, whom the first prece- 
lent-breaking meeting honors, joined 
Graybar in Chicago as an office boy 
in 1900. All of his career has been 
spent in and around the Chicago dis- 
trict as salesman, sales manager, mer- 
chandising manager, and assistant dis 
trict manager. He became district 
manager in 1944 and, in the same year, 


was appointed to the board of 


R. C. Sprague Re-elected 

RTMA Board Chairman 
CHICAGO—Robert C. Sprague, 

president of the Sprague Electric Co., 


t 


was re-elected chairman of the board 


of directors of the Radio-Televisio1 
Manufacturers Association at the 
group’s recent 27th annual conven 
tion at the Stevens Hotel here 

Mr. Sprague has been an RTMA 
director since 1943 and served as the 
association’s president as well as chair- 
man of the board for nine months of 
his first term until Glen McDanie! 
took over as first full-time paid presi 
dent. 

The board of directors at its organi 
zation meeting also re-elected Leslie 
F. Muter as RTMA treasurer for his 
16th term and renamed Dr. W. R. G. 
}aker as director of the engineering 
department. James D. Secrest was re- 
elected secretary and general manager, 
ind John W. Van Allen, general 
counsel. 

The four-day convention drew a 
record crowd of radio-television indus- 
try executives at more than 40 meet- 
ings of KTMA divisions, committees, 
and sections. At one oi these meetings, 
the annual membership luncheon, Mr. 
Sprague told members that the market 


for television receivers is tat 











MAKERS 
OF FINE 
WIRING 


DEVICES 


FOR 
MORE THAN 60 YEARS 


@ P&S Wiring Devices are designed and manufac- 
tured to unusually high standards for dependability, 
performance and ease of wiring. They meet or exceed 
the minimum safety standards of existing testing 
agencies. 





EASY-TO-WIRE 
POLARIZED : 
OUTLETS and CAPS 


10 and 20 Amperes 
2,3 and 4-Wire 



















= —_ 





ungsitts 15849 \/ 797 
teat 4. 


Wy lasssa: =| 


jean 








THOROUGH TESTING 


PRECISION MANUFACTURING SKILLFUL ASSEMBLY 


Sold Through Electrical Distributors 
For Complete Information Write Dept. W 


PASS & SEYMOUR, INC. * SYRACUSE 9, WY. 
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saturated in relation to radio-equipped 
homes. 

“I certainly do not believe that we 
are anywhere near a point of ‘satura- 
tion’ in television receivers,” he said 
“T can recall when the same defeatist 
opinions were expressed about radio 
long before World War II.” 

Pointing out that the industry in 
1950 broke all records on commercial 
sales and produced equipment and 
parts with a combined value of more 
than $2.25 billion at the manufacturer 
level, Mr. Sprague was optimistic 


about the future 


Lighting Group Elects 
Officers and Directors 


DETROIT — The Fluorescent 
Lighting Association, an organiza- 
tion of 200 manufacturers and sup 
pliers of cold cathode fluorescent 
. . lighting, and architects and engi- 
To provide the most dependable cir- , 
: : E neers, recently elected a new board 
cuit control with the smallest mechanism of directove and officers. The dee 
for the longest service available in a 6 amp. “T” rated tions were held at meetings of the 
125 volt switch. Your assurance of unsurpassed quality general membership of the FLA and 
based on the superior performance record of McGill the incumbent board of directors at 
. ° he Book-Cadillac te re. 
LEVOLIER Switches during the last 30 years. Should ¢ : ' oodbagees oe ; 
. * ° ie . . , ‘ he new officers elected at the 
any No. 41 LEVOLIER Switch fail in lighting circuits, , 
¢ : board of directors meeting were: 
replacement will be made free-of charge. Underwriters’ Bruce Todd, president; Rudolph 
Laboratories Inspected. Hultgren, vice president; Harry 
Weiss, treasurer; Bert Pretzler, 2nd 
vice president; and Don Ingwerson 
secretary 
moose. NO. 71 Phe following were elected 
6 amp. “T” rated the generat —& membership 
—125 volt; 3 amp. members ¢ he new boar 
—250 volt. $3” 
thick. 


MODEL NO. 25 


6 amp. “T” rated 
—125 volt; 3 amp. 
—250 volt. Toggle 
switch, 


: 
MODEL NO. 400 nf 4100 SERIES INDUS- 
3 Speed SP Switch TRIAL SOCKETS 
for Fan Motor. 1, 660 watt — 
2, 3, off. volt. Ve, ¥% 
pendant cap. 


AVAILABLE FROM YOUR ELECTRICAL WHOLESALER setters \. Bver, Cold Cathode 


Cortese, Engineer 


FLA Officers and Directors 


Lighting Co.; R 





ing Glass Lal R. Cutler, Cutler 
For New Catalog Light Mfg. Co.; R. Hultgren, Chica- 
pd: Aas go Electrode Labs.; L. Marshall, Sola 
a ray cago | Electric Co.; E. Miller, Acme Elec 


turing Co.,Inc., 250 ; 
N. Campbell St., tric Corp.; J. Mollica, Mobeco, Inc.; 


Valpaaiso, Ind. L Miles Pennypacker, Voltaro Tubes, 
Inc.: B. Pretzler, Illuminating Engi- 
neering Co.; C. Sabatini, Colonial 





Electric Co V. Todd, Swedish Iron 


& Steel Corp.; and H. Weiss, Supro 


ONLY MGILL MAKES %2c%@e- SWITCHES 


Lux Mig. Co., Inc. 
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MANUFACTURERS APPOINT 


VALUE 
SALES REPRESENTATIVES fm © FOR DOLLAR 


FOR SERVICE VALUE 


EAST NEWARK, N. J.—Wil- 
liam F. Swinke was appointed terri- 
torial representative for the Astron 
Corp., manufacturer of capacitors and 
noise suppressors located in this city. 
Mr. Swinke will service manufacturer 


and distributor trade in the state of 
Illinois, and will make his headquart- ® 
541 Diversey Parkway, Chi 


CHICAGO—Compco _—_ Corpora- 
tion announced the appointment of 
the firm of Hopper and McCoy to 
carry Compco’s line of lighting fix- 
tures and equipment to the southeast- 
ern electrical trade. Art Hirshman, 
Compco’s sales manager, said that 
Hopper and McCoy will represent the 
company throughout the states of 
Alabama, North Carolina and Georgia, 
and the eastern part of Mississippi. 
Hopper and McCoy offices are located 
at 454 Marietta St., Northwest, At- 


lanta, Ga. 


HILLSIDE, N J—Buchanan 


LY \ 
Electrical Products Corp. recently an ry 
nounced the appointment of John Regis NO. 1929 
Schmidt, 621 Foreland St., Pittsburgh MEDIUM DUTY 
12, Pa., as its western Pennsylvania- 
West Virginia representative on the 
company’s lines of connectors, insu- 
lated conduit bushings, molded term- 
inal blocks, and other specialized elec- 
trical fittings. 


PLAINFIELD, N. J.—H. R 
Onarecker and Co. of Houston, Texas, 
was appointed representative of Chel- 
sea Fan and Blower Co., it was an- 


snout by George J. Read, vice pres- NO. 1931 


ident of Chelsea. HEAVY DUTY 


WARREN, OHIO — The Stand- Here’s your best value for service will ever be required under excess- 
ee nn eee ive conditions of ice and storm. 
pe os ie : : wireholders have no exposed And they're economy-plus, both on 
city announced the yh neronaanaass bes metal parts to rust. They're de- initial cost and long life. Send ia 
the Carl A. Froebel Company as i's signed tostandup under far greater your stock order NOW and Stay 
wind, weather and cableloadsthan ahead of customer demand. 


ard Transformer Company of this 


representative for eastern Missouri 


and southern Illinois. The company By € 

will handle the complete line of trans- PCE, (+] ‘44 UCts FC. 

formers for distribution, power, me OF OHIO 9 ° 
‘ ’ 


tering, testing and street lighting 
both liquid-filled and dry type. .. 
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ASSOCIATION NEWS 


CHICAGO — With the Industry 
Show just a memory, the Electrical 
Association is now embarking on a 
follow-up promotion in developing 
a long range program to advance the 
industry and to bring substantial 
benefits to each business organiza- 
tion within the industry. From the 
exhibition floor to the drawing 
board, the association has come up 
with a Five Year Program of Ob- 
jectives, the effectiveness of which 
will depend largely on the caliber of 
its leadership and on the adequacy 
e of its financial backing. 
ree line eee The following 20 projects which 
come under this Five Year Plan are: 
' Electric Cooking Institute, Electric 
Bedding Committee, electrical mod- 


e HOLTZER CABOT ernization, electric housewares, ade- 


quate wiring, dealer education, elec- 
e STANLEY & PAT FERS ON tric water heaters, dealer steering, 
television-radio, freezers and refrig- 


® FARADAY erators, electric kitchens, electric 


city codes, commercial refrigeration, 


UNI-PACT BELL electric wiring devices, attic and 
Whether your customers plana series breeze fans, electric apparatus, room 
of new signals or need just one, your 
best bét is UNI-PACT. It’s tailor- 
made for a group of different depart- 
ment noise levels with 17 inter- HIGH 
changeable units — bells, buzzers, 
horns, chimes—all fitting one stand- RE. USE VALUE 
ard adapter plate. UNI-PACT elimi- ” 
nates new wiring systems—makes 
plant conversion so much easier. = oa ee ig 
Recommend the brand they know— Severite everywhere. It's ensy 
FARADAY. to install, and it makes an 
efficient, permanent connec- 
tion. Extra thread plate for 


strength. Floating pressure pod 
attached to screw. Serrated 


121-S HORN Here’s a rugged, heavy duty wage Bg an ge. Ale 
signal for general alarm, starting and dismissal . © tees Om &. 
signals in all types of industrial plants. Maximum Battle Creek, Michigan 
signal strength, loud clear tone, instantaneous oat toe... 
performance, long and dependable life are some yet 

of the features that make Mode! 121-S Horn a \ High in Re-use Value 
must in your stock room. ; 

Write for complete cata- a 

logof Sperti Faraday 
paging and signaling 
devices and systems. 


i. 


& 





SERN G9 ER 


GO “FIRST CLASS” 


ADRIAN, MICHIGAN 
BELLS « BUZZERS + HORNS - CHIMES - ULTRA-VIOLET SANI Ss 
‘AND AUDIBLE PAGING DEVICES AND SYSTE SOLDERLESS LUG 











ELECTRICAL WHOLESALING—July, 1951 





air conditioners and de-humidifiers, 
service maintenance and repairs, 


laundry equipment, and industry 
shows. 


MILWAUKEE — The Wisconsin 
Radio, Refrigeration & Appliance 
Association has wholeheartedly giv- 
en support to a city official’s fight 
against the assignment of a tele- 
vision channel to this city for “edu- 
cational television.” 

Alderman Al Hass, backed by the 
association, believes that assignment 
of the channel to commercial use 
will mean the sale of more television 
sets. He takes the position that if 
any assignment is made for educa- 
tional purposes it should be to a high 
frequency channel. 

Alderman Hass asked members of 
the industry to help by urging sup- 
port of his stand. 


MINNEAPOLIS—Paul Davenport, 
one of the most widely-known men 
in electrical circles in the upper 
midwestern area, was awarded an 
honorary life membership in the 
North Central Electrical Manufac- 


The tape with 
the yellow core 
made by 


fe) Ae), ins: 


Panther on: Dragon 


friction and rubber tapes 
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NOW! HERE'S THE FIRST 
IMPROVEMENT IN BX STAPLES 


IN 25 YEARS . 
THIEL 


PROVED 
BY SERVICE 


FLAT TOP 
EASY TO DRIVE 


BX STAPLES 


(For Metallic and Non-Metallic Cable) 





Oo STAPLE 
DM on 








OLD STYLE Staples 
bend, as shown in illustration, 
when hit hard. Also split the 
wood. 





FOR ELECTRICIANS 
FOR REFRIGERATOR MEN 
FOR PLUMBERS 


THIEL EASY DRIVE 
“NAIL IT” 


They're rugged, won't bend. Serrated teeth 
hold them secure. The Cadmium plating keeps 
them rust proof. Packed in cases. 


THIEL eAsY-on” 
STRAPS 


Made for ¥4-inch, thin wolis. Hold any job 
rigid. Will pass inspection. Cadmium plating 
makes them rust proof. Packed in cases. 











New HIEL proved 


BX Staples are so improved in design 
that they drive straight, as illustrated 
—even in oak. Wood does not split. 


WON'T SQUASH 


The rugged Flat Tops are your bul- 
wark against wasted time, materials, 
labor. Even under solid blows, they 
drive true. Your workmen will like 


"DRIVES: TRUE 


Use THIEL BX Cable Staples and 
you will find them a vast improvement 
over any other BX Staples you ever 
used 


TAKES PUNISHMENT 


They are scientifically engineered to 
absorb the full stress of blows from 
the hammer. The sharp right-angle 
bends on the head permit these staples 
to drive straight and true. 

Send for FREE samples. 


e SAVE TIME 
e MATERIAL 
e LABOR 


SOLD BY LEADING ELECTRICAL WHOLESALERS EVERYWHERE 


THIEL TOOL & ENGINEERING CO. 


1417 NORTH MARKET STREET, ST. LOUIS 6, MISSOURI 


ADVERTISED TO OVER 25,000 OF YOUR CUSTOMERS 











turers Club. The honor was be- 
stowed upon him in recognition of 
faithful service to the organization 
as a charter member, and as treasurer 


since 1938 


PHILADELPHIA—To the use of 
newspapers, radio, street cars, bill- 
boards and practically every other 
medium of advertising, the Electrical 


Association of Philadelphia now 


BLACKBURN adds _ television. Under the title, 
A “Your Electrical Industry on Pa 
Ui Strength 5: rade,” the association § recently 


launched its first television program 


SPLICE CONNECTOR over Station WCAU-TV. The pro- 


gram will be continued for 13 con 
secutive weeks, concluding in late 
July 


Wr. Dobber: Through film and a narrator, the 


This connnector was designed with you in mind—only 4 sizes to stock programs will show the importance 


: . ; I 
for a wire range of #4 to 1000 MCM. It’s a high profit item, too; so 

lectrical indu 1 the 
dot wae & be electrical industry and the 
Sales points? — Yes! Note the inspection holes on top and two sides ive branches— 
so that wireman knows it’s properly installed. Also, it's made of extra » electrical retailer, the contrac- 
high strength bronze; is UL approved; is easy to install; is small, compact, he distributor the manu- 

and easy to tape. Send for samples and show them to your trade , E nh : 
facturer, and the utility company. It 
will dramatically picture, to all 
phases of the public the vital part 


JASPER BLACKBURN CORPORATION - , 


35 Madison St. + St. Lovis 6, Mo. * Phone CEntral 3007 “we a an Cee: oe 
everyday livir 


MINERALLAC 


Stee! HANGERS, CLIPS, STRAPS 
/ 











Mineralic Cable, Conduit and Messenger 
U N IVE RSAL Hangers are STEEL. Easier, quicker to 
install; permit speedy, compact wiring; 
economical. Also in Everdur - Porcelain 
PO RC Ee LAI N Insulating Bushings available. 
** * 
INSULATORS Jiffy STEEL Clips (Pipe-clamp) require 
only one screw, nail or bolt; rib-strength- 
ened; for hanging pipe, conduit, BX cable, 
mounting coils, etc. Millions in use 
ses 


Steel Straps for Messenger-cable services 
lJ N IVERSAL on outlet boxes ; may be used in conjunc- 
THE CLAY PRODUCTS CO. eR a te 


Order from your Electrical Wholesaler 


1549 EAST FIRST STREET SANDUSKY OHIO Send for literature. 


MINERALLAC ELECTRIC COMPANY 
25 North Peoria Street Chicage 7, Ilinois 
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MORE FACTS [| 4 ‘ ooo 


TIME 


ON PRODUCTS§ ss mae 


Automatic Voltage Regulators — | 

New 12-page bulletin $351 featuring 2 ON type or “Orr 
the complete line of the manufac- a 
turer's standard automatic voltage 
regulators describes in detail the 
workings of the regulator in main 
taining a constant output voltage 
regardless of fluctuation in ac input 
line voltages and changes in output 
load, All standard models of both 


IE type and EM type regulators | 

é lise $ ; in S351 iis Easily mounted in ony standard 
are discussed. Bulletin S351 illus- rectangular wall box, this rugged, 
trates each standard regulator to dependable Mark-Time time switch 
automatically controls the electrical 
circuit controlling attic fans, store 
performance data. A complete rat window lights, hall and gorage 
ing chart on the back cover pro lights, farm te systems and 
neon signs, etc. . . 

: a Movements only are available for 
ease in selecting a unit for specified use in connection with home or fac- 
application. The Superior Electric tory heating control. i ; 
Company, Bristol, Conn. Write for further details end prices. 


gether with outline drawings and 


vides engineering information for 


o 


_ hr 
ee TCTs , 
ELECTRICAL WHOLESALING mm i H RHODES cn sin 
Ottewe, Ontario 
Automatic Oiler—A_ broadside 


“series 4900”, issued by the Trico 





Fuse Mfg. Co., was designed to 
aid lubrication and maintenance 
men in selecting the proper visible, | 
automatic oiler for constant level 

gravity wick, underfeed, multiple | 
and large capacity gravity feed ap 

plications. It contains information 

on how to eliminate the waste and 

dangers of “trust-to-luck” hand 

oiling, how to increase production 

reduce maintenance costs, and 

lengthen machine life. Installation 

photos show actual applications 

Broadside can also serve as a wall 

chart. Trico Fuse Mfg. Co., 2948 

N. 5th St., Milwaukee 12, Wis. 


, "9 ELECTRICAL WHOLESALING 


Conduit and Cable Fittings—Elec Pe. : BRT. UE AMER HEXACON soldering irons 
- : . . a r Babs i are a profitable line for the 
trical conduit and cable fittings for , ‘ : distributor, dealer and user be- 
es ea : : , ‘ , 4 cause it represents one of the 
all types of raceways are listed in : i LECTRIC oi enest complete fines avaliable 
. > easy J 7 ; . So Te a today. It is backed by famous 
complete, easy-to-find form in the .; i ‘ a wonre throughout the. world, 
new 64-page bulletin No. 65 recently sig * = scedetles and an aggressive hard-hitting 
ons . MBs 4 i . Bata, sales promotion campaign is 
issued by The Thomas & Betts Co., 2 we ceo coe telling the story to a 
wat y : Z bore es uarter of a million ke 
Inc., Elizabeth, N. J. Included in ; ‘ ; r : “S47! 
the bulletin are locknuts; bushings; y, Bes iste sage AE month. 
pipe straps; conduit supports; con ; : 
nectors and couplings for rigid con 
duit, EMT, armored cable, non 


metallic sheathed cable and service 
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entrance cable; grounding equip- 


NEW ment; service entrance fittings; 


floor boxes and junction boxes; 


ny! FOR USE WITH tubelets ; and bending tools. To sim- 
PAR 38 and R40 plify the task of locating specific 

L | T ia 150 WATT LAMPS. : 
data, all material is grouped accord 


ing to the raceway it serves. Prod 














ucts are shown in large illustra 
FOR INSIDE AND LIMITED tions. Related information about 
OUTSIDE USE IN SPOT- conduit dimensions, current-carry 
LIGHTING AND SMALL AREA , 
FLOODLIGHTING. SOCKET IS 
WELL PROTECTED BY SPE- mal equivalents, and bolt and screw 
CIALLY TREATED WEAT RE- sizes is tabulated for quick refer 
SISTANT GASKET AROUND | e z 
LAMP. FURNISHED WITH |} ence. Bulletin 65 is available from 
SIX FEET OF RUBBER COV- the manufacturer by request on 
ERED CORD AND RUBBER company letterhead. 
ATTACHMENT PLUG. COVER | 
BASE WILL FIT STANDARD 
4” OUTLET BOX. HAS KO a Wien ernie . 
FOR PULL CHAIN SWITCH mention» ELECTRICAL WHOLESALING 
COLOR LENS HOLDER AVAIL- 
ABLE FOR RED, BLUE, 5 
GREEN OR AMBER LENS. | Electric Room Heaters—A folder on 
CAT. NO. 800 LAMP NOT INCLUDED automatic electric wall insert heat- 
INDIVIDUALLY PACKED 


ing capacities of conductors, deci- 








ers has just been issued by Cavalier 
Corp., Chattanooga, Tenn. The book- 








let contains a description and illus- 





tration of the construction and op- 


Pi eibenpdcec ’ eration of the manufacturer's line 

. ts ! 7 which heats by radiation and circu- 

| I l J lation. Also included is a listing of 
= 


specifications 


when w"''°9 ELECTRICAL WHOLESALING 
Licensed under United S$ e ° ° 

A U S T i N Letters Patent No. 1.933.555 Fluorescent Lighting Fixtures — 
Slimline fluorescent lighting fixtures 
uw“ ur f f are featured in a new bulletin issued 
5 C Q ‘ W = @) N are as er, by the Wheeler Reflector Co. of 
safer and Boston, Mass. The bulletin describes 
(et @) N N E on re) RS the advantages of the company’s new 
f line of fluorescent fixtures developed 

néa er for industrial lighting. 


Standard 
Small nee en 9 ELECTRICAL WHOLESALING 
Midget 
4 a Suspension Light—A new four- 
page bulletin No. 601 has recently 
been issued by the Pyle-National 
NO SOLDER, NO TAPE, NO ADDITIONAL TOOLS = f°" otc DY ihe Bele Nationa 
’ IcaPo, a Strating Ss 
The Austin Screw-on Connector is a molded phenolic == suspended underside and inside il- 
plastic shell with a copper coated spring inserted after — luminator. The bulletin explains its 


molding. Provides 25% lower electrical resistance and 
up to 3 times the tensile strength. STRIP wines me? 
trailer loading, auto repair and ser- 


Just strip the wires, insert into connector, and : 
twist. The spring expands and rolls a thread onto copper —— vicing and storeroom bin lighting. 
conductors. When you stop twisting, the spring tightens Installation details and required 
down and grips conductors firmly. Connector is skirted SCREW ON CONNECTOI fittings are also given. 


so insulated portion of wires is‘drawn up into connector 
for complete insulation. | ea 


Write for Information and Prices IT ROLLS THE THREAD ON 











uses in railroad freight car and truck 


when rites ELECTRICAL WHOLESALING 


Industrial Lighting—Aimed at the 


THE M, B. AUSTIN COMPANY industrial plant operator, this 16-page 


hod Ba.0:2:cehe) GEG Gn felt booklet stresses three ways anit 


better lighting can work for him: 
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FRIGID 
tie m~. 


Offers a 


{4 COMPLETE 


‘LINE OF 
| 


tCount 


Streamined de 


Frigid’ Economy and Heavy Duty 
Belt Driven Attic & Industrial Fans 
Quiet Operation. For Upright or 
Leydown installetion. Maximum 
Simple | Hati 





igid Patented Hassock Fan. 
Equipped with Secled Bearing GE 
Motor that never needs oiling. 
Runs on 3 Guiet Speeds. Hand- 
some golden tan finish. Sturdy and 
Safe. Low Price. 


WR24 & WR 30 Electrically revers- 
ible window fan with grill in front 
and back. Acts as exhaust fan—then 
at the flick of ao switch becomes 
an intake fon. Hommertone finish.’ 
Simple Installation 


R20. Electrically Reversible, thin 
streamlined beauty. From on ex- 
hovust fan to an intake fon ot the 
mere flick of a switch. Operates at 
3 Quiet Speeds. Adjustable from 
28” to 34” wide. Popular Price 


Squere Frame Heavy Duty Quiet 
Exhoust Fan — 4 Blade Aluminum 
Propeller. Welded Steel Frames. 
G.E. Motors 








efficiency, and re- 
booklet also 
light 
mercury vapor, 
incandescent) as to type of light, 
maintenance, 


cut cost, increase 


duce accidents. The 


analyzes the three modern 


sources (fluorescent 


lamp lite, 
and job suitability. 


efficiency, 
mounting height, 
Illustrations of 

of each type of lighting are presented 


various luminaires 
and lumen out- 
put ratings. For of booklet 
B-4727, write to Westinghouse Elec- 
tric Corp., 30x 2099, Pittsburgh 30. 


re 


When writing ELECTRICAL WHOLESALING 


Pipe Tools—An 


to assure users the best possible re 


along with wattage 
a copy 


“Operating Guide” 


sults from portable pipe and bolt 


machines and hand pipe tools was 
announced by Beaver Pipe 


folder, 


recently 
Tools, Inc. This four-page 
fully illustrated with simple pen and 
ink drawings, tells how to locate and 
and hand pipe 
different 


correct pipe machine 


tools troubles. Thirty-one 


operations are covered, included 


among them are: the correct use of 





Furnas L18 





1455 SPRING GARDEN AVE., 
PITTSBURGH 12, PA. 











MANUFACTURERS 
REPRESENTATIVES 


Desire an additional line. 
Maintaining own office and ware- 
house—two salesmen. Now selling 
nationally advertised line, considered 
the leader in its field to electrical 
and hardware distributors. Covering 
Metropolitan New York including 
New Jersey. We will give you com- 
plete coverage and a productive and 
intelligent sales effort. 


RA 1064, Electrical Wholesaling 
330 W. 42 St., New York 18, N. Y. 
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FURNAS 


74 frrscpoouwer 


FOOT SWITCHES 


11873 Foot Switch 
1 HP. 110-550v AC 


Manufacturers are making wide 
use of foot switches to increase 
operator-efficiency on many types 
of machines and equipment... 
The Furnas L1873 Foot Switch 
was developed for that need and 
has opened up a new opportunity 
for the wholesaler serving the in- 
dustrial trade. This and other 
types of electric motor controls 
are illustrated in our catalog 48. 
Write Furnas Electric Company, 
1069 McKee Street, Batavia, Ill, 


73 Foot Switch 1 HP., 110+ 
550v AC is two pole, across-the-ling, 
OFF-ON. Sturdily made with a minimum 
of moving parts; has no bearings. Cort» 
tact block of double break, silver contact§ 
Steel housing an€ 

Overall 6'2x3'2x3 in. Modit 
of this switch are: £2036 with 
L2039 with 
provide maintained contact when 
and L1997 equipped with cons 

outlet and wired with 8 foot 
rubber cord and plug. A steel pedal guard 


1s quickly removable 
baseplate 
fications 
two step contact positions 
latch t 

desired, 
venience 


is available at slight additional cost 


1.2039 


eT 
MOTOR ‘CONTROLS 





INDUS 
ccs ncn | 
JACKSON 
REFLECTORS 


The Jackson line af- 
fords the correct an- 
swer for every indus- 
trial reflector lighting 
is why 
Wholesalers like this 
source for their sup- 
ply. It's the quality 
and prompt service 
that count. You get 
both in full 


need. That 


Jackson. 


| 

| 

| 

| SEND FOR CATALOG 
] 

| 4 

| Manufacturers of 

| Reflectors e Yard Lights 
| Vapor proof units 

| Weather proof Sockets 
| 

| 

| 

| 


” 
Sold only 
thru Distributors 


from 


JACKSON ELECTRICAL COMPANY 


900-910 W. VAN BUREN STREET 


Don’t delay ordering your 
Sylvania Christmas Tree Bulbs 
this year. Get in ahead of 

the rush and be sure you have 
enough for every dealer and 
outlet. Bright, beautiful 
Sylvania tree bulbs are 


available now in all 
popular colors. Packed 10 
to the box. For prices 
and full information, 
address: Sylvania Electric 
Inc., Dept. L-7407, 1740 
Broadway, N. Y. 19, N. Y. 


NIA 
ELECTRIC _ 


CHICAGO 7, ILLINOIS 


PLAN’ TO USE” USE 
THE Superior LINE 
Ex PORCELAIN 


, 





porcelain insulators, 
cleats and tubes, 
glazed or unglazed, 
are made uniformly 
to exacting specifi- 
cations and come in 
enough sizes and 
styles to meet any 
requirement. 
Comparison will 
prove they are 


truly SUPERIOR. 


STANDARD 
TUBE 


THE Superior LINE 


“EXACTLY WHAT IT SAYS" 


threading oil, what to do about dies 
that are dull, chipped or have devel- 
oped “stickers”; how to check dies 
for proper rotation; and what to do 
about special threads that are not 
standard and that lack proper taper. 
Cutting, reaming, 
pump, and electrical data 
of dies are some of the other subjects 
packed into the operating guide. Re 
quests for copies should be addressed 
334 Dana 


operation of oil 
and care 


to Beaver Pipe Tools, Inc., 
Ave., Warren, Ohio. 
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Servicing Electrical Instruments—A 
third Spencer's 
Maintenance 
trical Instruments has just come off 
the press, published by The Instru 
ments Publishing 
book is intended to give 
information on the maintenance and 


edition of James 


and Servicing of Elec- 


Company. The 
practical 
indicating in 


service of electrical 


struments and, according to the 
should be useful to all in 


switchboard attend 


author, 
strument users, 


ants, testing engineers, and instru 








INSULATORS | 


MANUFACTURER’S. 
REPRESENTATIVE 


Provides well organized coverage of eleven 
(eastern) (northeastern) states. Contact 200 
best electrical and hardware distributors 
only. Present lines well represented through- 
out the territory and main jobs consist of 
training jobbers to increase sales through 
their salesmen and dealers. Interested in 
one additional product. 


FRENCH-VAN BREEMS, INC. 
375 FAIRFIELD AVENUE 
STAMFORD, CONNECTICUT 











SALES MANAGER WANTED 


Leading Eastern Central Pennsylvania Inde- 
pendent Full Line General Electric Distribu- 
tor Desires to Employ 


Supply Department Sales Manager 


Must be experienced in handling large con- 
tractor accounts and general dealer business. 
Will specialize only on Lighting, Construc- 
tion Materials and General Power Distribu- 
tion Equipment—no Appliances. 

Excellent opportunity with well established 
company operating five separate sales divi- 
sions. 


P-1103 Electrical Wholesaling 
330 West 42nd Street 
New York 18, N. Y. 
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HEINEMANN 


Explosion-Proof 
MOTOR CONTROLLERS 


Breakers protecting 


the circuit ore enclosed +s wn, F 


in a cest iron, explo- 
sion-proof housing with Qa 5 
ON-OFF handle on 


side. This equipment is 
specially made for 
hazardous locations, 
where the atmosphere 
may contain gasoline, 
petroleum, naphtha, ol- 
cohol, acetone, lac- 
quer solvent vapors or 
notural gas. instont 
trip occurs on ‘short’ 
—time-deiay allows for 
starting surge. FULLY 
MAGNETIC, NON- 
THERMAL. 


DIMENSIONS 
Length — 10 3/8” 
Width — 6 9/16” 
(including handle) 
Depth — 6 15/16” 


Send for Bulletin 1410 


Also Send for 
Service Equipment. . 
Service Centers... . 
Dual Control Units. . 
100 Amp Equip..... 
Safelets 
Cutout Materials 


Bulletin 2012 


Bulletin 1010 
Bulletin 4001 


HEINEMANN ELECTRIC CO. 
152 Plum Street 


Trenton New Jersey 

















| 
© 
| for 


SODERING 
WELDING 
BRAZING 


3] 
L.B. ALLEN CO., Inc. 


6701 BRYN MAWR AVE 
CHICAGO 31, ILL. 








Manufacturer of low voltage panel- 
boards and switchboards 
sales representation in the follow- 


desires 


ing areas: North Carolina, South 
Carolina, Georgia, Alabama, Missis- 
sippi, Tennessee, Missouri, Kansas, 
and Northern Ohio. 


KINNEY ELECTRICAL MFG. CO. 
678 BUCKEYE STREET 
ELGIN, ILLINOIS 





ment service men. Covering 12 chap 
ters, the volume deals with dc in 
struments, ac ammeters and voltmeters, 
ac wattmeters, imstrument transtorm 
ers, frequency meters, synchroscopes, 
and reactive factor meters. rhe book 
also contains 180 diagrams and 94 


photographs. Selling price is $3.00 


| per copy. The Instruments Publishing 


Co., 921 Ridge Ave., Pittsburgh 12, 


Pa. 


when sores ELECTRICAL WHOLESALING 


mention 


LINES WANTED 


Responsible manufacturers’ repre- 
sentative covering Alabama, Geor- 
gia, Florida, South Carolina, Eastern 
Tennessee with sales offices at At- 
lanta, Georgia. Can give complete 
coverage for additional electric and 
hardware products in this area. Well 
established with 12 years experience 
calling on wholesale distributors, 
architects, engineers, contractors, 


RA1274 
ELECTRICAL WHOLESALING 


330 W. 42nd Street New York 18, N. Y. 


WANTED 
An Additional Line 


For the wholesale electrical 


| dealers. 


supply trade. Am covering 
New York state north and 
west of Poughkeepsie. 


RA-1121 Electrical Wholesaling 
330 W. 42 Street New York 18, N.Y. 











REPRESENTATION 


Western Pennsylvania 
West Virginia 
So. E. Ohio 


Interested in one or two major 
lines to sell the Electrical 
Wholesaler. 


Complete coverage 


Box 9995 Electrical Wholesaling 
330 W. 42nd St., New York 18, N. Y. 
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MACHINE SCREW 


EXPANSION 
ANCHORS 





screw. 


ARRO Machine Screw EXPANS! N 
are easy to install pro- 
vide a @ for the 


dependable I 
work in brick, concrete and other solid 
materials. Yet, the work can be dis- 


 mantled and reassembled at will with- 


out destroying effective anchorage. 
Typical ARRO quality includes: sturdy 
construction, best materials obtain- 
able, expert workmanship, long life 
service. In sizes from 6-32 screws to 


ARRO EXPANSION BOLT COMPANY 
MARION, OHIO 





| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
Ly 


SEND FOR CATALOG No. 10 
Write Dept. BF 


2ualith pola 


MANUFACTURED BY 


KNOX PORCELAIN CORP 


KNGKVILLE 1, TENNESSEE 
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PROTECTED 
SWITCH 
AND 
WALL 


PLATES 


CHROME 
PLATED 
© 


ivORY 
WRINKLED 


Write for 
CATALOG 


a 
PRICE LIST 


co. 
CHICAGO 7, ILL. 
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SLIPKNOT The pedigreed 
tape. Largest selling brand of 
friction tape. Always dependable. 
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splice that can be used on any electrical job. CANTON, MASS 
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PLYMOUTH PLASTIC ELECTRICAL TAPE 
The outstanding plastic electrical tape — higher 


in dielectric strength. Tough — Neat — Economical. 





PLYMOUTH RUBBER COMPANY, INC. 


Established in 1896 
CANTON, MASSACHUSETTS 





The following thought 
recent ad by the Indiana 


Advertisers We 


Why is it 


that some salesmen never meet a stranger? 


The answer is advertising. It precedes the salesman 
on every call, establishing his identity and stating the 
nature of his business. It saves the salesman’s time and 
the customer's time. It reduces the cost of the call—the 
cost of the sale... 

“Advertising can never conceivably replace the 
salesman. But advertising can be the means of getting 
that same salesman into the prospect’s offiice—and out 
with the order—in less time and at lower cost than any 


other method known to management.” 


Speaking of advertising, there are few, if any 
products handled by Electrical Wholesalers that have 
been more effectively advertised than FUSETRON and 
BUSS fuses. 

For 37 years Wholesaler Salesmen have had the 
friendly and helpful aid of this advertising and sales 
promotion. 

That next to the outstanding quality of FUSE- 
TRON and BUSS fuses—is the reason they are such 


a profit maker for the Wholesaler and his salesmen. 


BUSSMANN 


Mfg. Co., St. Louis 7, Mo. 
Division McGraw Elec. Co. 


ANOTHER 
OUTSTANDING 
DEVELOPMENT 

BY THE MAKERS OF 


FOR INSTALLATION THROUGHOUT THE ENTIRE ELECTRICAL SYSTEM 





